Che feed Bag 


Your Convention 


@ Retail feed dealers will be 
interested in announce- 
ments of the annual con- 
ventions of the Central Re- 
tail Feed Association and 
the Eastern Federation of 
Feed Merchants. 


@ The Central Retail Feed 
Association will hold its 
second annual gathering at 
the Plankinton Hotel, Mil- 
waukee, Tuesday and 
Wednesday, July 12 and 13. 


@ The Eastern Federation of 
Feed Merchants will con- 
vene during the week of 
July 20. Place of meeting 
and exact dates will be an- 
nounced later. 
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Quality and 


Service 
ata 
Reasonable Price 


Form an Unbeatable Combination 


4 
MINNEAPOLIS MILLING CO. 


INNEAPOLIS, MINN. 


904-908 FLOUR EXCHANGE 
PHONE ATLANTIC 0146 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 

©. E. ROOTH, Minneapolis, Minn. 
L. D. CRANE, Chippewa Falls, Wis. 
J. S. DOUSMAN, Fond du Lac, Wis. 
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SureandSmooth 


Here's a truck and wagon dump you 
can depend on. Its large piston and cylin- 
der insure greater strength, rigidity, safety 
and smoothness. You get instant opera- 
tion and absolute control with the 


STRONG-ScCOTT Pneumatic Dump 


Low installation cost. No expensive 
foundation. Hangs directly from scale or drive- 
way timbers. Working parts shipped completely 
assembled. Investigate this better dump. 


all! 


. Increase your Elevator Capacity 20°, with Superior D. P. Cups 


They hold more, are placed closer on belt, discharge 
perfectly. Nothing to change but the cups. We carry 
full stocks. 


She Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd:Winnipeg SCOT) 


CORN 


Every feeder needs corn and dealers can 
make real money handling our choice old and 
new corn this year. Wehave good corn avail- 
able for immediate and deferred shipment now. 
Good corn is scarce this season. Write for 
samples and prices. 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE and MINNEAPOLIS 


Operating Elevators At 


MILWAUKEE, MINNEAPOLIS, TELEPHONE ” 
WINONA and RED WING, MINN. BROADWAY 5600, MILWAUKEE 
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Save 
Money 


We offer the 

Lowest Prices 

Consistent 

with 

Good Service 
Co 


Large Warehouse 
Facilities And 
Complete Stocks 
Enable Us To 
Excell In 

Prompt Shipment 
Of All Grades Of 
Mill Feeds 

Either Straight or 
Mixed Cars 


Take advantage of the large 
and efficient E. S. Woodworth 
& Co. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. 


We Would Be 
Pleased To 
Serve You 


BUY THE BEST 


Arcady Dairy Feed 


16% PROTEIN 


“The Old Reliable 16% Feed’’ 
and Full Line |Arcady 
Wonder Feeds 


MADE BY 


ARCADY FARMS MILLING 
COMPANY 


CHICAGO, ILL. 
NORTH KANSAS CITY 


EAST ST. LOUIS 


™— BY ALL GOOD DEALERS 


Woodworth 
Company 


MINNEAPOLIS, MINN. 


It’s THE COD LIVER OIL 


(in the mash) 


THAT MAKES ’EM GROW 


ALES Chick Starter Mash is a money-maker for all 
dealers who handle it, because it satisfies their cus- 
tomers and is a big repeater. 


It’s Hales Chick Starter Mash season now and if you want 
your share of the profits to be made handling Hales Mash 
write at once for dealers proposition, prices and samples. 


Hales Chick Starter Mash contains Cod Liver Oil, the sun- 


light food. Cod Liver Oil supplies Vitamines A and D, 
ae which every poultry man knows 
a are necessary for early development 
and greater resistance to the com- 
mon diseases 
( , \ HALES MILLING Co. 
be i, FIRST AVENUE VIADUCT AND LAKE ST. 
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WISCONSIN 


Volume Three 


May, 1927 


Number Five 


Dealer Uses Penny Postal Cards 
To Sel/ Commercial Feed 


Alexander Martin Of Roxbury, Ohio, Finds Cost Of Home Rations 
Uses Farmers Own Figures To Prove His Products Are Cheaper 


of a Roxbury, Ohio, feed store, 

js boosting sales by teaching 
farmers that it is cheaper to buy com- 
mercial feed than to grind it them- 
selves. His plan is quite novel, and 
was first put in effect by sending ovt 
to farmers in his locality a circular 
letter, worded thus: 

Mr. Farmer: 

Do you grind feed for your 
livestock? If so, please fill out 
the enclosed card and mail it to 
our store. 

We will send you some money- 
saving information for your 
trouble. 


LEXANDER MARTIN, owner 


A. E. Martin 


The card referred.to, was a common 
postal, withthe face prepared in this 
manner: 

Mr. Martin: 

Yes, I grind my own feed, from 

a combination of the /following 

grains: 
The value of grain used 
in 100 Ibs. of this feed is $———. 
Time spent in grinding: 
Cost of fuel: 
pense: 


Total ex- 


(Signed) 


“With the coming of small mills into 
my territory, farmers began the prac- 
tice of preparing their own livestocic 
feed,” Martin explains. ‘The propor- 
tion of grain used in these home-made 
mixtures was often guessed at, and in 
most cases the practice meant a loss 
to both the farmer and myself; so early 
last summer I started a plan to over- 
come it. 


Home Mixtures Costly 
“IT prepared 100 cards and letters, 


and mailed them to the more promi- 
nent farmers in this section, my idea 
being to get first-hand information 
which could be used in advertising. 
The plan proved successful, and within 
ten days, I received 73 replies. 
“Upon receipt of these answers, I 
checked up the cost of grinding 100 
pounds of feed, and in the majority 
of cases the expense averaged 10 per 
cent higher than the price of commer- 
cial feeds carried in stock at my store. 
I then wrote the farmer, comparing 
the figures, and proving to him that 
he could save from 10 cents to $1.00 
on each 100 pounds of ready-mixed 
feed. Many saw the truth in my state- 
ment, and before the month was out 


GROUP LIFE INSURANCE 

Fifty employees of the J. F. Imbs 
Milling Co., Belleville, have 
adopted a group life insurance policy 
for a total amount of $36,000. The 
policy, which was issued by the Pru- 
dential Insurance Co., grants the work- 
ers protection ranging from $500 to 
$1,000 each, according to the length of 
service. It is of the non-contributory 
type, the employees receiving full pro- 
tection without any cost to them. 


CHARLES McFARLAND has pur- 
chased the feed and coal business of 
Joseph Harvey at Cuba City, Wis. 


FRANK DROSKE and WILLIAM 
J. KRINGS, who were formerly asso- 
ciated with Schneider Bros. & Co., at 
Winneconne, Wis., have established 
their own business under the firm 
name of Droske & Krings. John H. 
and Frank C. Schneider are continuing 


_ the business of Schneider Bros. & Co. 
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my sales to these folks were boosted 
more than 30 per cent. 
Post Cards Build Sales 

“Since that: experience, I have used 
the postal-card method as a regular 
feature, changing the questions from 
time to time, to accommodate the dif- 
ferent goods I wish to introduce. I 
find it especially successful with farm- 
ers in remote sections, who somehow 
get the idea that money can be saved 
by home-milling. Since the cards carry 
return postage, the receiver is put to 
no expense, and it is scarcely no bother 
to fill in the blanks. The method can 
be adapted to suit any kind of standard 
commercial feed, and it proves an ex- 
cellent sales-builder at all seasons.” 


S. A. PEMBERTON has added new 
equipment to his feed mill at Griswold, 


RINK & SCHEIB, of Edinburg, 
Ill., report that work has been started 
on the rebuilding of their Edinburg 
elevator which was recently destroyed 
by fire. 


FRITZ SCHELDRUP will open 
a new flour and feed business in the 
old H. T. Hanson warehouse at 
Stoughton, Wis, in the near future. 
Edwin Amundson has accepted a po- 
sition with him. 


FISHER LAMBERT FEED & 
COAL CO. has been incorporated at 
Anderson, Ind. 


J. T. LAWSON is manager of the 
new Community Feed Store which has 
opened for business at 1522 Indiana 
avenue, Newcastle, Ind.. 
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business, 


With eight years’ successful ex- 
perience as owner and manager 
(both private and co-operative), 
this man is ready to establish per- 
manently in congenial surround- 
ings---in a good town, in a busi- 
ness with a future, possibly with 
an opportunity later to acquire an 
interest. 


A man of substantial character 
and highest references--36 years 
old, married. Thoroughly famil- 


Here’s Your Man 0 


If You Are the Owner of: 


1. An up-and-coming grain and feed 


2. Locatedina growing trade center, 


And in need of a competent man- 
ager to carry real responsibility 


iar with grain, flour, feed, coal, 
seeds, farm implements. Under- 
stands accounting, financial poli- 
cies, and building up profits. A 
careful buyer, a good collector. 
Not afraid of work. Capable of 
assuming full charge from the 
Start---but willing to prove him- 
self on any reasonable basis. Can 
furnish bond. Location preferred: 
Northern Illinois or Wisconsin. 
Available on usual notice to 
present employers. 


Write or wire ‘‘Manager,’’ c/o J. W. Flynn, Attorney, 
802 Wells Bldg., Milwaukee 


SUGARED 


PIG 


BROOKS" MILLING co. 
NNEAPOLIS, MINN. 


GUARANTEED ANALYSIS 


m. PROTEIN NOT LESS THAN 25% 
4] 5% 


ORE T 5% 
CARBONYORATES. NOT LESS THAN 52% 


INGREDIENTS 


"@ DIGESTER TANKAGE, OLD PROCESS LINSEED , 


‘|“Try | 


EED 


It and You will 


NEW LINSEED MEAL 

Minnehaha linseed meal, a 30 per 
cent protein feed with pure O. P. lin- 
seed meal and ground flax screenings, 
is the newest product of the Stuhr- 
Seidl Co., Minneapolis. Distribution 
is in charge of S. N. Osgood. Stan 
reports that W. B. Greim, Wisconsin 
feed tester, has recently made the fol- 
lewing analysis of a sample of Minne- 
haha picked up at Marshfield: Protein 
30.75, guaranteed 30.0; fat 6.15, guar- 
anteed 5.5; fiber 9.55, guaranteed 10.0. 


H. J. BERGMAN, formerly of the 
Bergman Mill Feed Co., which was 
one of the country’s largest operators 


. in linseed meal, is now associated with 


the Minnesota Feed Co., Minneapolis, 
as manager of the linseed meal depart- 
ment. 


FRANK CARTER CO. has pur- 
chased the flour and feed business of L. 
G. Bemis at Birchwood, Wis. 


MATT MYERS’ feed and grist mill 
at Carsonville, Mich., was partly des- 
troyed by fire. 


WILLIAM J. LITTLE of the Dun- 
dee Roller Mill, Campbellsport, Wis., 
announces that he will rebuild the mill 
recently destroyed by fire. 


and the feeder when you sell 


Blue Ribbon. 


Sugared Pig Feed 
with Mineral. 


Time means nothing to a hog, 
but rapid growth and produc- 
tion of weight means extra 


profits for the feeder of 


“Blue Ribbon” 


BROOKS MILLING COMPANY 
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Keeping Up With The Season Pays 
The Alert Merchandiser 


Rudy Peterson Of Kansas Village Has Aggressive Selling Policy 
Advertises Timely Specials To Bring Feed Buyers To His Store 


UDY PETERSON, the alert 
R merchandiser behind the Peter- 
son Feed Store, in Leonardville, 
Kansas, is proving day by day that the 
bounds of success of the feed store, as 
a distinct line of retailing, are limited 
only by the energy, intelli- 
gence and aggressiveness of 
the.man behind the counter, 
or behind the store's policy. 
Rudy is a successful feed 
store operator, not for the 
reason that he has little or 
no competition; for, the fact 
is, many of the stores, of 


cents an acre. 


to fit the needs of the typi- 
cal feed store. 


growers by the hun- 
five to ten bushels per acre to 
their yield at a cost of only five ——_ 


BAYER Dust USPUL 


ment 


By J. L. Simpson 


I use my breath, and advertising space, 
in playing up timely specials, which 
will bring folks into my store. That’s 
the main point in my selling policy, 
and it works, too.” 

A perusal of a current copy of Peter- 


«| Strong and healthy, use Ha 


BAYER DUST or USPULUN pay 


Soak Treatment 


CRYSTAL SHELL 
Cheaper than Oyster Shell. 
Better than Oyster Shell. 
If you want your chicks te 
For every egg the hen must 
build a sheli—Where can she 


Peterson Feed Store 


Peterson, and are effective, because 
mixed right in with the reading ma- 
terial. 

Perhaps the ads with the widest ap- 
peal, right at this season, are those 
devoted to foods and mashes for the 
development of young chicks, 
as well as for laying hens. 
Every farmer has from 100 
to 500 or more hens, is rais- 


tarbonate? ing §=6young chickens, and 
|. Yellow Dent and Kansas Si whet she h hi 1 
comes two t{flower from Bardwell Crystal Shell furnishes it—it ence this appea is to a 
quent and USPULUN for Soak treet near Morganville Sholis a Shell builder—a bod: 
feant. Most growers prefer the Dust jhigh test.—Sikes Store Co. builder and a grit all in one. very broad market. Several 
ves the trouble | You can now buy H and Now for sale by 
equally [Laying ‘Sash at” Peterson’ | other stores these 
‘eed Store 
Increases Your Profits | 


things for sale, but Peterson 


soak treatment for seed corn, 


yrekis many bushels anpu- 
ally. This new seed comm treatment cheir small cost many times over be- 

several types, in his amd mm, comets: “is getting the lion’s share of 

neighboring towns, are ew Ketal rices the business simply because 
handling many of his primci- ‘rise he is presenting his wares 

pal lines. Hence, his suc- = to the public in a forceful, in- 
sturdy growth ne in; as! 
cess in withstanding compe- H&R Laying Mash. 100% teresting manner, and at ex- 
ition in several directions is x actly the right time. As he 
tition H&B BABY CHICK STARTING MASH | 
of much more interest than Depa  25tb Sacks Says, he hits while the iron 
BAYER DUST trcstmant of nearly 50tb Sacks $1.95 : i 
if he had a clean field, with 100! Sacks 3375 10t. 
of Qidberella infected seed, 28 9 bush- 3 
no competitors. Srevonne Seen fi H & B BABY CHICK SCRATCH FEED ; No Words Are Wasted 
Pushes Seasonable Lines Sacks $ 80 Another ad which is typi- 

Peterson’s success is due, thre And toe | he will you. 100tb Sacks cal of his timely and rela- 
in large H&R Baby Chick Scratch Feed, tively wide 

dealer's atm of BAYER DUST and USPULUN 

andising policies, worked out * 


One of the big points in 
Peterson’s policy is season- 
al pushing of lines while they are in 
season, or right before, of hitting 
while the iron is hot, and_ hitting 
hard. 

Judicious and: well-timed advertising 
is his right bower in putting over his 
selling policies. His advertising is spe- 
cific, well-planned, and timely to the 
minute. No general announcements 
are used in his various spaces, but 
every word is to the point, a certain 
feed store item at a certain price, and 
advertised right at the time when it 
will interest folks most. - 

Advertises Timely Specials 

While a good many feed store deal- 
ers are satisfied with the general type 
of announcement, stating that they are 
headquarters for all sorts of feed-store 
staples, Rudy doesn’t waste money or 
space on this stereotyped form of pub- 
licity. ‘Folks know I carry the regu- 
lar lines,” he says, “and to tell them 
sO again and again simply bores them. 


Peterson Feed Store 


All These Advertisements in One Issue 


son’s home town paper reveals the fact 
that he is a big advertiser, uses as 
much space as the general merchant, 
with a stock covering almost every 
line. And every square inch of this 
space is used to point out a definite, 
timely item, at a specified price. 


Dealer Is Big Advertiser - 


All of the sample ads shown are 
clipped from a single issue of his home 
town weekly. These are of four differ- 
ent types. The big ad, giving the de- 
tails of a preparation which will in- 
crease the fertility of seed corn, hence 
increase the yield, at a minimum of 
cost. The intermediate ad, giving de- 
tails of mashes, scratch feeds, etc., for 
little chicks, and also feed for laying 
hens. The longer “local” ad, with 
eight or ten lines, and the regular 
locals, two or three lines. This last 
type of locals are scattered all through 
the news columns of the paper by 
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E and showing just how and 

ae = why this will increase the 
probable yield. This is corn 
planting time, and every 

farmer here plants a generous acre- 
age, for this is primarily a corn 
and not a wheat county. To push 


this feed store line two months earlier, 
or that much later, would perhaps be a 
waste of money. Now is the time, and 
Peterson is pushing it to the limit, and 
the farmers are buying the scientific 
preparation mainly because he is bring- 
ing the matter to their attention at the 
right time, the exact time. 

It will be noted that each of the 
locals shown is just as timely as the 
larger ads, no wasted words, no gen- 
eral publicity, a certain item, needed 
right now, and the price it is sold for. 
That’s good advertising, and the policy 
behind it is just as sane and as sound 
as his brief, clearly-worded ads. 

Competition Means Little 

Each season of the year, Peterson 
pursues his policy of pushing timely 
feed store products, and pushing them 
for all he’s worth. At hog-fattening 
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time, he pushes.the lines which will 
put meat on porkers, most quickly, and 
most cheaply. Same with cattle and 
sheep. During the cold winter months, 
his leaders are the feed store lines 
which will keep the stock, as well as 
the poultry, warm and comfortable, the 
foods which are specially prepared for 
this purpose. 

Competition means little to Peter- 
son, for the other fellows do not push 
their seasonal lines with the energy he 
does, and so he drags down the big 
end of the business steadily. 


ORIN TRINDAL has purchased 
the grain elevator at Riplinger, Wis. 


DIAMOND FEED PRODUCE 
CO., Waterloo, Ia., has been incorpor- 
ated by Louis C. Failinger, Conrad F. 
Failinger and Barney Shimon with a 
capitalization of $32,000. , 


ROBERT PLESS will erect a feed 
mill at Gibbon, Minn. 


T. E. HIER has purchased the flour 
mill at Morgan, Minn., and will take 
possession in June. 


FARMERS ELEVATOR CO., Buf- 
falo Center, Ia., will erect a new flour 
and feed warehouse. 
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Cargill Grain Co. Leases 


Milwaukee Elevator 
The Cargill Grain Co., one of the 
largest grain firms in the Northwest, 
resumed elevator operations at Milwau- 
kee with the acquisition of elevator 
“E” from the Wisconsin Grain Eleva- 
tors Co. The Wisconsin Grain Eleva- 
tors Co. has discontinued business. 
The Cargill Grain Co. was formerly 
in the Milwaukee market as the oper- 
ator of the old elevator “E” which 
was destroyed by fire several years 
ago. Since that time the firm has con- 
centrated its efforts at Milwaukee to 
developing the receiving business and 
the Cargill Grain Co. is now one of the 
largest commission firms in the mar- 
ket. The acquisition of elevator “E” 
will not affect the commission business 
which will be continued as heretofore. 
The Cargill Grain Co. has its main 
office at Minneapolis and operates ele- 
vators at Minneapolis, Duluth, She- 
boygan, Wis., Green Bay, Wis., Mani- 
towoc, Wis., Appleton, Wis., Glad- 
stone, Mich., Ogdensburg, N. Y., and 
Buffalo, in addition to the new elevator 
at Milwaukee. The total storage ca- 
pacity of the Cargill elevators is ap- 
proximately 10,000,000 bushels. 
Elevator “E” at Milwaukee was 
completed last fall, and has a storage 


capacity of 1,500,000 bushels. It is 
owned by the Milwaukee road and 
was operated under lease by the Wis- 
consin Grain Elevators Co. which lease 
has now been taken over by the Car- 
gill Grain Co. 

A. L. Jacobs is manager and D. L. 
Norby, assistant manager of the Car- 
gill office at Milwaukee. Both Mr. 
Jacobs and Mr. Norby are experienced 
grain men and have been with their 
company for many years. Mr. Jacobs’ 
term of service extends back almost 
a quarter century. 


WALTER F. UEBELE, proprietor 
of the Burlington Feed Co., Burling- 
ton, Wis., is erecting a new warehouse 
to cost $9,000. 


W. J. McARTHUR of the Elgin 
Flour & Feed Co., Elgin, Ill., reports 
that his firm has purchased the W. H. 
Norton & Co. elevator. 


O. R. SICKERT, of the Deutsch & 
Sickert Co., Milwaukee, was recently 
elected president of the Minocqua | 
Bowling Club at its annual meeting 
and banquet. Mr. Sickert finished the 
season with an average score of 162. 
Herman Franke of the Franke Grain 
Co., Milwaukee, is also a member of 
the club. 


Swan flour and 
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Winning Confidence 


Because you go to church will not 
of necessity make folks have conf- 
dence in you---but sell them White 


4 

4 stick to you like cockle burrs to a 
horse’s mane. 


F. A. RUENITZ, 


SPRINGFIELD MILLING COMPANY, INC. 
SPRINGFIELD, MINNESOTA 
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CLEAN-UP TIME Everybody 
FOR DEALERS 


seems to know _ that 
spring is the clean-up time of the 
year but many feed dealers must be- 
lieve that the idea has no application to their yards and 
stores. Representatives of The Feed Bag had been calling 
on a good many dealers during the past month and many 
reports have been turned in regarding the ankle-deep mud 
in the yards and accumulated dirt and grist in the stores 
and mills. 

Many years ago our mother convinced us, and we 
might add rather forcibly, that there is no excuse for dirt. 
Feed dealers should take pride in the cleanliness of their 
yards, stores and mills. They should observe the annual 
spring “house cleaning” and then keep their places clean 
throughout the year. 

Gravel is easily available and comparatively cheap and 
there is no excuse for muddy yards where your patrons find 
it necessary to sink ankle deep into the mud in order to 
reach your door. Women are doing most of the poultry 
feed buying these days and they do not like to wade through 
mud ‘to reach a dirty office. The average woman likes 
cleanliness—and so does the average man. 

One of The Feed Bag representatives comments in a 
recent letter which inspired this editorial as follows: “Many 
feed store windows are in such shape that the dealer can- 
not even look out and see his customers go to buy’ at the 
othey fellow’s store. That is why many of them say and 
believe that general business conditions are bad.” 


WHAT FARMERS ARE Problems of the feed dealer 
THINKING ABOUT are often merely the reflected 
problems of the farmers. For 
this reason, feed dealers should be interested in knowing 
what farmers are thinking: about and consequently we are 
reprinting herewith an editorial entitled “Stop Buying 
Losses”, from a recent issue of the Dairy Farmer. 

“Many of us -follow very expensive plans of buying. 
This is especially true of such bulk commodities as lumber, 
fertilizers, and feeds. We buy small quantities of odd lots 
of stuff in off seasons, and on small accounts, and in vari- 
ous other ways multiply the cost of getting the product to 
us. And we pay for all of this at a good price. 

“Not long ago, in a small town in central Missouri. I 
found cotton-seed meal selling much higher than it could 
be bought within a hundred miles from there. When I ex- 
pressed some surprise, the feed dealer explained that he 
had to buy in small lots of ten to twenty sacks af a4 time, 
and have it sent by local freight over two railroads. Then 
he had to store it, and sell it} out at not to exceed a sack 
to a man and sometimes less. To add to his troubles, he 
usually had to wait for his pay till the next! cream check 
came, and sometimes longer.. When he got through, he 
had me, convinced that he was a philanthropist, and not a 
robber. 

“This, of course, is a rather extreme case. But, at that, 
it illustrates the wasteful practices many of us are following 
in our buying methods. Those fellows could have saved 
themselves several dollars a ton on that cottonseed meal if 
they had bought what they needed and had bought right. 
Their dealer said he would have been glad to have given 
that much reduction, had they pooled their orders, paid 
cash, and taken the feed when it came, to save him heavy 
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handling and storage charges. 

“The farmer is often the first to criticize the city 
woman for having a grocery delivery go clear across town 
with a pound of butter, and then make the trip again the 
same day with a head of lettuce, yet; some of our buying 
habits are just as extravagant. And we pay for it. Co-op- 
eration between a group of individuals and the dealer in 
buying volume, paying cash, and reducing handling and 
storage costs, as well as in other ways, has proved most 
profitable to all, whenever given a fair chance. It is worth 
trying.” 


THE GREATEST THING What is the greatest thing 


IN BUSINESS IS FREE in business? Some will say 


“money”, others will say 
Both are wrong. The greatest thing in business 
is a reputation for paying bills promptly. 

With that reputation you can go down the street and 
get what you want even though you haven't a red cent. 

J. PR. Morgan loaned a million dollars to a man who 
was dead broke because that man had established an un- 
failing reputation for coming across when his obligations 
were due. 

Without such a reputation any man has rough sledding 
no matter how big a pile he has salted away. 

Surely such an asset is worth a great deal—yet it is 
yours and mine for nothing. All we have to do is to pay 
our bills promptly. Perhaps it is a little hard at times, re- 
quires a little pinching here or there, or a little more careful 
planning. But whatever it is, it is worth the effort. 

Stay in “the Million Dollar Class” by keeping your 
credit clear—M. L. Beck. 


“sales”. 


DON’T MISS YOUR Officers and directors of the Cen- 
CONVENTION tral Retail Feed Association have 

now completed preliminary plans 
for the second annual get-together convention to be held 
at the Plankinton Hotel, Tuesday and Wednesday, July 12 
and 13., It is now up to you, Mr. Dealer—and to 
each and every other dealer in the central states including 
Wisconsin, Illinois, Indiana, Michigan, Minnesota and Iowa 
—to help make the convention a success by attending its 
sessions, 

The Central Retail Feed Association convention is the 
only strictly retail gathering in the feed industry and inas- 
much as it is strictly for retailers, every progressive dealer 
should make it a point to attend. The feed industry has 
made remarkable progress in the past few years but the re- 
tail feed dealer has not kept pace with the progress of the 
feed manufacturer and he certainly has not equalled the pro- 
gress which has been made by other retailers such as flor- 
ists, hardware men, lumbermen, etc. 

Much good can be accomplished by trade organizations 
but they must be truly representative of their industries. If 
the Central Retail Feed Association is to be truly represen- 
tative and successful in the work which’ it has undertaken, 
it must get the co-operation of all feed dealers in the central 
states which means your support and that of your neighbor. 
Mark the dates—July 12 and 13—on your calendar today. 
Plan to attend with your wife and your partner, if you have 


one, and urge the other dealers in your community to at- 
tend with you. 
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CrACKed CORN 


Carefully Sifted For Feed Dealer Consumption 


This is May. 
May you prosper. 
May all of your bills be collected. 
May the feed business grow forever. 
If you ask her to marry may May 
say you may. 
* * * 

TWO WAYS TO LOOK AT IT 
Feed in stock pays the farmer. 
Feed in stock does not pay 

dealer. 


the 


* * 


CORRECT THIS SENTENCE 
The miller is as dependable as his 
dam. 
* * 

WE’D LIKE TO KNOW 
Why horses never get hay fever” 
Why roller mills can’t roll? 

Why cracked corn is a sane feed? 
* * * 
EPITAPH NO. 13 
A cross between an automobile and 
a chicken is a dead chicken. 
* * * 
BOY, DO THEY? 
The gardener knows his onions, 
The sailor knows his boats; 


The Chinese know their laundry, 
Feed dealers know their oats. 
* * * 
WE VOTE, AYE 

What the world needs is not a con- 
servation commission for forests but a 
conversation commission for the con- 
trol of women. 

THIS MONTH’S SLOW GUNS 

Keep smiling, if that’s all that you 
have to keep you. 

An empty sack won’t stand—neither 
will an empty promise. 

When a monkey wrench gets into 
the burrs, don’t swear. The farmer 
who lost it has covered the subject. 

* * 
THE FEED DEALER AT HOME 

My Gawds, kids, put some new burrs 
in that phonograph. Those notes aren’t 
receivable, Shut that screening door, 


you're ietting in all the chaff. Do you - 


hear? If you don’t mind I'll lic-tonic 
you on the panacea. Maw, quit your 
talking. It grinds on my nerves. Shut 
up. Sew up that sack. What you need 
is a mash on the beak. I’m running 


this mill. I’ve been middlings in this 
family long enough. If I say dam it, 
this place will be damned. 
“George, quit talking in your sleep.” 
“Y-yes, dearie.” 
ECONOMY 
In: buying out of town, men say 
A dollar’s power is much enlarged, 
3ut some have found a cheaper way— 
They buy at home and have it charged. 
* * 
Au revoir. See you in June if the 
brides don’t get you. 


C. J. HEPPE, president of the Hep- 
pe Cash Store, Hartford, Wis., was a 
recent visitor in Milwaukee, and re- 
ported a very substantial increase in 
sales of dairy feed for the season just 
ended, as compared with the previous 
season. The Heppe Cash Store feat- 
ures and has developed a_ steadily 
growing business on Lacto sweet dairy 
feed which is supplied by the Ladish 
Milling Co., Milwaukee. 


CY LEWIS, head of the Lewis 
Grain Corp., has been elected vice- 
president of the Buffalo Corn Ex- 
change. Mr. Lewis also recently was 
elected vice-president of the Buffalo 
Flour Club. 


Elevator Milwaukee 
1,500,000 BU. CAPACITY 


Central Northwest. 


We now operate elevators with total 
storage capacity of 10,000,000 bu. at 
well-located centers in the East and 


NOW OPERATED BY 


Cargill Grain Co. 


MILWAUKEE, WISCONSIN 
MINNEAPOLIS 


DULUTH 


shipment. 


Call: Broadway 3416, Milwaukee 


GREEN BAY 


Corn and Oats available now for 
Good quality corn and 
oats at right prices. Write or phone 
for samples and delivered prices. 


BUFFALO 
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Central Association Convention 
To Be Held July 12-13 


Interesting, Helpful Program Planned By Officers And Directors 
Headquarters Will Again Be Maintained At The Plankinton Hotel 


HE second annual get-together 

convention of the Central Re- 

tail Feed Association will be 

held at the Plankinton Hotel, Milwau- 

kee, on Tuesday and Wednesday, July 
12 and 13. 

President D. W. McKercher of Wis- 
consin Rapids, Wis., and Secretary 
David K. Steenbergh of Milwaukee 
worked together at the offices of the 
association on Friday, April 29, and 
completed plans for final arrangements. 
A tentative program was arranged and 
invitations to the speakers will be is- 
sued within the next few weeks so that 
it will probably be possible to publish 
a full program in the June number of 
The Feed Bag. 

Get-Together Banquet-Dance 

Present plans for the convention call 
for sessions each morning and after- 
noon of the convention and a get-to- 
gether banquet-dance the evening of 
the first day. In line with the proced- 
ure followed at the first convention last 
year, attendance at the business meet- 
ings will be restricted to bonafide retail 
feed dealers but the get-together ban- 
quet-dance will be open to everybody 
in the trade including millers, manu- 
facturers, jobbers and their salesmen 
and representatives. 

Two schemes for the awarding of 
prizes to dealers in attendance at the 
convention are being planned. There 
will be attendance prizes given away at 
each session and each dealer who reg- 
isters at the convention will be given 
tickets entitling him to chances to win 
these attendance prizes, but in order 
to take a prize home with him, the 
dealer must be listening in at the ses- 
sion when his lucky number is called. 
There will be novelty prizes for the 
heaviest dealer, the best looking deal- 
er, the dealer coming the longest dist- 
ance, etc., etc. These novelty prizes 
will be awarded at the banquet-dance. 

Busy Dealers’ Sales School 

One of the features of the conven- 
tion will be the Busy Dealers’ Sales 
School, which will probably be held 
the morning of the second day. The 
Busy Dealers’ Sales School will not 
attempt to discuss any aspect of retail- 
ing feed at great length but it will be 
conducted by nutrition and feed sales 
experts who will put across a great 
deal of valuable data for the help of 


dealers in attendance. The course will 
include instruction in poultry feeding, 
dairy feeding, hog feeding, poultry 
culling and feed salesmanship. 
Subjects which will probably be dis- 
cussed at other sessions of the conven- 
tion are as follows: Direct Mail Adver- 
tising for Feed Dealers; What the 
Feed Dealer Should Do to Help and 


Be Helped by State and Federal Legis- 
lation; ‘Traffic Problems; Feed Inspec- 
tion; Credit and Cash Feed Stores; 
Selling Costs and Competition. In ad- 
dition to the program, which is now 
being planned, the regular business of 
the association will of course be trans- 
acted and officers will be elected for 
the ensuing year. 


Trade Problems Discussed 
By Mutual Millers 


HAT is a retail dealer? How 

\ \ big a percentage of a dealer’s 

sales would have to be made 
out of the car at the customary rate 
for this class of service to entirely 
cancel the net profit? Is it profitable 
to change a power system to electri- 
city? 

These were a few of the problems 
which were discussed at the regular 
cuarterly meeting of the Mutual Mill- 
ers’ and Feed Dealers’ Association 
which met at the Hotel Corry, Corry, 
Pa., Friday, April 22. 

Two Types of Dealers 

R. B. Mulkie, of Union City, Pa., 
opened the discussion on the question: 
“What is a Retail Dealer?” 

He pointed out that two classes of 
dealers existed—a retailer and a real 
merchant.. Those in the first class sell 
only on price, he said. No thought is 
given to the quality of feeds and no 
effort is made to render the customer 
a real service. On the other hand, 
the first thought of the real merchant 
is quality; second, service; and the 
third, price. 

That service can be overdone was 
the contention of Mr. Mulkie. “Is a 
man a good retailer if he delivers. four 
miles into the country for nothing,” 
he questioned. “Much is said nowa- 
days about getting out among farmers 
for business, but most dealers cannot 
find the time.” 

Co-operatives Are Lauded 

Mr. Mulkie lauded the co-operative 
enterprises and he said that they were 
doing a good business and were receiv- 
ing favorable government aid. 

“Co-operative concerns should be 
considered legitimate dealers if they 
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carry a complete stock and give serv- 
ice. The main sore spot seems to be 
in the failure of some to return divi- 
dends on the investment.” 

George Mitchell of Mill Village, Pa., 
and A. B. Archer of Conewango, New 
York, brought up the question of 
“How large a percentage of the deal- 
ers’ sales would have to be made off 
the car at the customary rate for this 
class of service to entirely cancel the 
net profit?” Members expressed their 
opinions which were varied, and the 
discussion which followed also cen- 
tered on the “Cost of Delivery Serv- 
ice’ and “The Cost of Installing and 
Operating Electric Power.” 

Favor Electrical Power 

Lionel True of Springville, New 
York, endorsed electricity as follows: 
“Even if the current necessary to grind 
a ton of feed is as high as the cost of 
cther fuel, the reduction in insurance 
rates, the ability to render quick serv- 
ice, and the less labor required, makes 
electricity the most economical type of 
power for the retail feed dealer.” 

W. H. Parker, Waterford, Pa., and 
H. C. Elwood of the Colonial Salt Co., 
briefly discussed the question. They 
also agreed that electricity had advan- 
tages over other forms of power. 

Two applications for membership 
were received at the close of the meet- 
ing. Announcement was made that 
plans for the summer meeting could 


“not decided until word was received 


from the Eastern Federation. 

Those who attended the Corry gath- 
ering were J. D. Ditzler, H. A. Strong, 
S. Latten, E. C. Kessler, J. Leon An- 
derson, all of Jamestown, N. Y.; E. B. 
Dunbar, Little Valley, N. Y.; A. B. 
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Archie, Conewango, N. Y.; Bert Beebe, 
Laona, N. Y.; R. B. Mulkie, Union 
City, Pa.; M. L. Walldorff, Olean, N. 
Y.; S. W. Watson, C. C. Holmes, L. 
L. Mann, South Dayton, N. Y.; J. B. 
Johnson, Frewsburg, N. Y.; J. A. Chis- 
holm, McKean, Pa. 

George H. Mitchell, Mill Village, 
Pa:; G. ©. Garner, Homer, N. Y.-C. 
L. Zortman, Edinboro, Pa.; C. V. Mc- 
Quiston, L. D. McQuiston, H. K. Wil- 
liams, J. M. Brown. Ashville, N. Y.; 
Wallace P. Muzzy, Panama, N. Y.; 
Vernon Mathews, Brocton, N. Y.; 
Austin R. Seanoy, Erie, Pa.; W. H. 
Parker, Waterford, Pa.; P. J. Steven- 
son, Warren, Pa; Lionell True, Spring- 
ville, N. Y.; H. C. Elwood, Buffalo, N. 
Y.; L. L. Warner, Niobe, N. Y.; H. K. 
Williams, Meadville, Pa. 


Donahue - Stratton Increases 
Elevator Holdings, 


Four grain elevators with approxi- 
mately 4,000,000 bushel capacity have 
been acquired by the Donahue-Strat- 
ton Co., Milwaukee, from the Armour 
Grain Co., Chicago. The deal includes 
the leasing of two Chicago storage 
plants, one at Depot Harbor, Ont., and 
a connecting terminal at Buffalo. 

The deal is the largest of a series 
of lease transfers following the forced 
liquidation of the Armour Co., sus- 
pended from trading privileges on the 
Chicago Board of Trade. In addition 
to the leases the Donahue-Stratton Co. 
took over about 3,000,000 bushels of 
grain. 

The leases taken are on the follow- 


| Ever Since 


BIG 


| 
preciated. 


to use it. 


was placed on the market, in 
i) 1880, it has catered especially | 
to Family Trade in territory | 
: adjacent to the Mill. Our best 
j trade is where flour is best ap- 

BIG JO is not a 
popular priced Brand. It is | 


! popular only because of its 
i superiority, not price. It is 

high priced, but it is economy 


§6BIGJ 


SELLS BEST BECAUSE 
IT IS BEST. <——«@ 


MADE BY | 
| 


||) WABASHA ROLLER MILL |, 
COMPANY | 


WABASHA, MINNESOTA | | 
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ing property: Santa Fe railroad eleva- 
tor, Chicago, with a capacity of 1,- 
250,000 bushels; Chicago, Burlington 
& Quincy elevator “C”’, Chicago, with 
1,250,000 bushels capacity; Canadian 
National Railways elevator, Depot 
Harbor, Ont., with a capacity of 1,- 
200,000 bushels. The Milwaukee com- 
pany has also acquired the interest of 
the Armour organization in the Lake 
Elevators Co., Buffalo, operating the 
connecting terminal elevator at this port. 

The Donahue-Stratton Co.,  con- 
trolled by P. P. Donahue and H. M. 
Stratton, now has elevator capacity of 
more than 6,750,000 bushels. The com- 
pany now operates two elevators in 
Milwaukee, the Kinnickinnic with a 
capacity of 1,350,000 bushels and the 
Rialto, rated at 1,500,000 bushels. 

“We have been seeking an elevator 
at Chicago for many years but never 
could find the right one available,” 
Mr. Donahue said in speaking of the 
purchase. 

A new corporation to be known as 
the Kellogg-Stratton Grain Co. will 
be organized to operate the new Don- 
ahue-Stratton elevators, according to 
Mr. Donahue. John Kellogg, former 
president of the Armour Grain Co. will 
manage the elevators and Mr. Dona- 
ue and Mr. Stratton will be named 
with him as incorporators. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 


Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 
Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
LAMAR, COLO. ST. LOUIS, MO. | 
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Keep A Record Book Of Purchases 
And Increase Your Sales 


Know Your Inactive Customers And Bring Them Back To Your Store 
Tell Your Patrons About All Items You Handle, Boost Your Flour 


By Frank V. Faulhaber 


HEN the retail flour and feed 

V \) dealer does not keep some 

accurate record pertaining to 
his customers he cannot possibly do 
Lusiness. He may wonder why others 
in the trade are turning more and bet- 
ter sales. Here’s how some dealers 
have been able to increase their volume 
and diversified business by means of 
an easily kept special sales record book. 

The object is to obtain the custom- 
er’s name and address whenever a sale 
is made. If the customer objects or 
is curious, give some such tactful rea- 
son as: “Well, we'd like to keep you 
in mind. Many times we have special 
sales, and. we think you may want to 
know about them. Sometimes we re- 
ceive special feeds and we like to let 
our good customers know about them.” 

Create Personal Interest 

Such information invariably opens up 
the most stubborn customer. He gets 
the idea that you are particularly in- 
terested in him—not merely in a sale. 
When the retail flour and feed dealer 
indicates that he is not forgetting his 
customers, they naturally will be less 
inclined to forget him. They become 
interested in you and your business be- 
cause you are interested in them. And 
that, incidentally, suggests the import- 
ance of being interested in the custom- 
er’s business. 

You have the customer’s name and 
address; jot it down in a special book, 
together with such other information 
as you believe might lead to extra 
sales. The one doing the entering 
should be an observant person. Re- 
cord the matter of price, qualities and 
Guantities| of merchandise bought, and 
the nature of the sale in general. Does 
the customer prefer to call for his 
feed? Is he particular with deliveries? 
Does he buy periodically? Would it 
pay to remind this customer a short 
time prior to his usual periodical visits? 
All this is suggestive and valuable data 
that should be noted. 

Sell Your Varied Lines 

You may be handling any number 
of side-lines; yet very likely selling 
many customers only one or two items. 
Are there not great possibilities here? 
Surely numerous customers who are 
now buying grain and feed should also 
order coal, assuming you are selling 


that commodity. You may be hand- 
ling farm implements and divers other 
things, so each sale should lead to 
business of another kind. It is merely 
a matter of further interesting the cus- 
tomer, not stopping with the sale in 


OME feed dealers whe 

» learned the business in the 
geod old days will still main- 
tain that keeping a record of 
any kind other than one show- 
ing amounts due from customers 
is a waste of time and money. 
Surveys of The Feed Bag, how- 
ever, have shown that the more 
successful the store, the more ex- 
tensive its records. We can 
truthfully say we do not know 
of a single well-managed feed 
store that is not making money 
for its onwers. Perhaps this 
article will help you keep your 
store in the money making class. 


which he was primarily interested. 
Many customers are not purchasing 
ycur other merchandise because they 
do not know enough about it. Keep 
these customers in mind, by regularly 
telling them of your various items. The 
more you tell about them, the more 
you will sell. 

It is meet, of course, that co-opera- 
tion be secured from your help. How- 
ever enthusiastic and energetic the 
dealer is, much of his good work is 
neutralized when there is lacking sup- 
port on the part of his sales force. Flis 
assistants should be instructed on the 
importance of earnest interest in the 
customer. Indifference discourages 
niany extra sales, besides turning away 
many good customers. 

Ask Patrons for Suggestions 

You may be keeping some kind of 
record now, but considerable difficulty 
is entailed searching for past custom- 
ers. No system. You don’t know for 
a certainty which of your customers 
are staying away. And just why do 
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they stay away? Do many of your 
present customers buy but occasion- 
ally? Wouldn’t it pay, for instance, to 
ask for suggestions from all your cus- 
tomers as to how each individually 
might be better served? Such interest, 
bear in mind, flatters the customer. 
Aside from responding with desired 
suggestions—and he can be of real help 
here—he will respond with more and 
better business. 

When an initial sale has been made 
assure the customer that you appreci- 
ate his patronage and do not care to 
forget him. You are interested in his 
future needs. Would he be interested 
in your other items? When will he 
again: be in the market and would he 
like to have a reminder from you about 
that time? Such a step forestalls the 
possibility of diverted business, because 
you are impressing your future pros- 
pect concerning the anticipated busi- 
ness. Thus, many a new patron who 
may otherwise represent but a transient 
or occasional customer, can be de- 
veloped into an_ interested, steady 
buyer. 


Use the Data You Obtain 


All worth-while information should 
be entered into the book so that every- 
thing is in black and white. When 
the patron makes known that at a cer- 
tain time he probably will be in the 
market for further supplies, you have 
a key opening the door to more sales. 
Use that key, and refer regularly to 
your book to know which of your cus- 
tomers should be reminded. 

Much of this reminding can be done 
during the slack periods. However, 
there should be no excuse for attending 
to this matter only when time permits. 
It will pay the dealer, if necessary, to 
engage some reliable assistant who can 
give enough time to the work so as to 
make it profitable. Much business is 
lost when the dealer does not give this 
phase of the work regular attention. 

Follow Up Your Patrons 

It does not matter how small an 
order a new customer gives. The 
small customer of today may be a 
large buyer soon. Many careful buy- 
ers, too, purchase first in small quanti- 
ties; they want to be more certain of 
your commodities. Later they may 
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buy in large quantities. If they do not 
buy more substantially, perhaps stay- 
ing away altogether, then you have 
an opportunity to inquire why the buy- 
ing has been discontinued. 

When any dissatisfaction, real or 
fancied, is the cause of lost trade, 
many of these past customers can again 
be won over. Where warranted, some 
equitable settlement should always be 
made. A satisfied customer is the best 
advertisement for any business. When 


New Elevator 


Profits Her 


Let us give you a start 
in the making and selling of 
a good poultry mash. 75% 
of a good chick mash is com- 
posed of wheat and corn 
products which you now 
have on your floor and are 
selling and delivering at a 
low price. 


Turn $23.00 Middlings 
Into $75.00 Mash 


All you supply is the mill 
products and labor. We 
supply Jersee Milk Food, 
formulas, advertising to your 
trade, etc. We check and 
test your mixtures without 
cost to you. We start you 
and keep you going. We are 
in business together. Your 
investment is very small. 

This is no experiment. 
Hundreds of elevators are 
making nice profits right 
now. You have no competi- 
tion. 

This new business helps 
mill profits when the grain 
business is slow. 

It is certainly worth your 
while to sendthe coupon for 
further details. 


THE 
Jersee Co. 
Minneapolis, Minn. 


Attach This Coupon te One of 
Your Letter Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 
GENTLEMEN: 
Send at once 


i offer to build up a Poultry Mas 
usiness in this section. 


it gets about that you are treating your 
customers fairly, the prospects wil! be 
predisposed to favor your business. It 
is an inevitable result of square deal- 
ing. 

Rainy days and idle periods can be 
utilized telephoning to inactive cus- 
tomers, your ever-present sales record 
book being the guide. Personal letters 
should be written to your prospects. 
Idleness that else would irk an am- 
bitious assistant can be avoided by 
applying spare time in the interest of 
this extra business. Postals are also 
good. Here we have an economical 
form of appeal with great possibilities. 
They can carry a brief message, per- 
haps relative to that new shipment of 
feed, inviting certain customers to look 
over your stock of farm implements. 
There are also the housewives who 
should be interested in more of your 
flour. 

How many of the housewives in 
your community are reminded regard- 
ing your flour? It’s likely that you 
have many prospects on your inactive 
list right now. Bear in mind, too, that 
the farmer who purchases feed needs 
flour. Is he buying now and regularly? 
If not, why not? Have you ever taken 
the “trouble”, so-called, to tell the 
women-folk relative to the merits of 
your flour? Wouldn’t they use more 
of it were you to tell them of the 
more extended uses of flour? Why 
not get the women to bake more? En- 


Personal 
Attention 


SHIP TO 


OY |. CAMPBELL 


courage them to speak to relatives, 
friends, and acquaintances about your 
fiour. This is all good educational 
work. The more that is told, and the 
more that is spoken, about your par- 
ticular flour, the larger and better are 
the resultant sales. 

Perhaps it would not be amiss to 
mail a monthly blotter to your pros- 
pects. This is another good way of 
keeping your name and products be- 
fore your customers. The _ blotters 
should be of good absorbent quality, 
so the recipient will want to use them 
and each one should carry an interest- 
ing message. Regularly received, let 
us say monthly, in calendar form per- 
haps, the recipient will learn to look 
forward to them. He will then have 
a blotter of yours at all times. 

Whenever advisable it is good policy 
to visit former customers and thus 
maintain a closer contact. Many sales 
materialize because the dealer was 
foresighted enough to call on the pros- 
pect. And when you visit him, you 
can go over his farm, discussing his 
various problems, his probable future 
needs. Give your best attention to his 
specific problems and try to help him 
solve them. Suggest the use of your 
commodities. Talk to the women-folk 
relative to their needs. When the pros- 
pect doesn’t come to you, go after him. 
It is not a case of button-holing, but 
meeting him where the ground is favor- 
able. 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


Years. 


Calf Food. 


Since 1885—43 Years and 
No-Milk Calf Food is still the Leader. 


We have over 350 dealers in Wisconsin selling 
our Product and some of them for over 40 
Their repeat orders each year is the 
best recommendation we know of for No-Milk 
ARE YOU ONE OF THEM; 


For Prices Write 
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FARMERS CHOICE SWEET DA/RY RATION 
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Does The Hot Stove League Meet 
In Your Feed Storer 


Farmers Like To Swap Ideas At Some Headquarters In Their Town 
Selling Feed Will Be Easy When The ‘‘Gang” Feels At Home With You 


of farmers around a cream sta- 

tion in the morning, the thought 
must surely have occurred to you, that 
if you could only get them to gather 
at your store that way, you would 
soon have most of them on your cus- 
tomers’ list. Such gatherings present 
wonderful sales opportunities because 
the. farmers are interchanging ideas 
and are in a frame of mind to be 
opened to new suggestions. 

Farmers like to swap ideas. They 
like to find out what the other fellow 
is doing, and almost without exception 
one of the first questions asked in any 
gathering of them is, “What are you 
feeding, Bill?” Why not make your 
store a clearing house where such ques- 
tions may be asked, and answered, and 
make yourself the man who is qualified 
to give the answer. In other words, 
your store will become the place for 
exchanging ideas and learning better 
methods. 

Dealer Must Be Informed 

“But,” you protest, “how am I as 
a feed dealer to learn about scientific 
feeding of farm animals? I know the 
feed business but it takes all of my 
time keeping abreast of that.” 

Here is how a great many dealers 
are solving this problem. Several feed 
companies are now teaching their deal- 
ers to be of real service to the farmer 
through schools that are held at con- 
venient central points. Here the deal- 
ers are taught the fundamentals of 
livestock feeding, how to balance ra- 
tions for livestock and poultry, and 
how to feed them, profitably. 

For those dealers not fortunate 
enough to be able to attend these 
schools, correspondence courses are of- 
fered which teach the same thing. This 
gives the dealer a knowledge of the 
farmers’ problems and teaches him 
how to use his line of feeds to help 
them. It qualifies him to give advice, 
and the farmer is quick to appreciate 
this fact, and to come to him with 
his problems. 

Two Feed Text Books 

Two excellent text books which 
every feed dealer should have in his 
store for handy reference are “Feeds 
and Feeding” by Henry & Morrison, 


I F you have ever watched a group 


By W. P. Hays 


and “Commercial Feeds” by W. H. 
Strowd. The latter takes up the com- 
mercial feed problem from A to Z and 
shows how these feeds may be used 
profitably by the feeder. The Henry & 
Morrison book lists every kind of in- 


HE farmer likes to have a 
(o sort of headquarters where 

he can meet his friends 
when he comes to town. Here is 
where he discusses his problems 
with his neighbors, and where he 
feels at home. He will also do 
his trading here if possible. The 
few suggestions in the accom- 
panying article will help greatly 
to make your store the farmers’ 
headquarters, and the farmers’ 
trading place. 


gredient and feedstuff known, and tells 
how to use each to the best advantage. 

Another thing is literature. The 
farmer reads a great deal and there 
is a great demand for booklets on 
dairying, poultry raising, and hog rais- 
ing, which are published by commer- 
cial feed concerns. These booklets 
have real educational value, for besides 
the merits of the particular feed ad- 
vertised, they contain much _ helpful 
information on general subjects. 

Subscribe to Farm Papers 

A rather radical idea, yet one which 
is in keeping with the plan for making 
your store the meeting place, is to 
have a rack for farm papers in one 
corner of the store. Subscribe to the 
leading papers. Have the current is- 
sues always available to your ¢ustom- 
ers and read them yourself. It’s a 
rather startling fact that many feed 
store customers are better informed on 
the subject of live stock feeding than 
the dealer himself. Would this inspire 
confidence in any farmer, to believe 
what the feed man tells him about a 
certain feed? 

Still another drawing card, which, 
though very simple, is very effective, 
is an ordinary blackboard. Upon this 
blackboard are written timely local 
news items, such as: “John Jones has 
300 hens and is getting 250 eggs per 
day. He has hatching eggs for sale. 
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He feeds laying mash.” 
News and “Evidence” 

Is this not news? And what farmer 
wouldn't want to make his hens lay 
that well? Such news items are called 
local evidence. They tie-up your store 
with the farmers themselves, and they 
sell feed. 

Many dealers are performing a real 
service to the farmer through culling 
chickens. The dealer who knows the 
Hogan system of culling and can apply 
it, is certainly one jump ahead of the 
other fellow. The writer has seen 
instances where farmers could not be 
approached on the laying mash propo- 
sition formerly, but bought without 
being asked to after a dealer had culled 
his chickens for him. Chicken culling 
is also taught at many dealers’ schools 
and it sells feed. 

Your Store a Landmark 


Finally, make your store distinctive — 


if you would make it farmers’ head- 
quarters. Through signs or a painted 
front, it should stand out as a land- 
mark in the town. Give the farmer 
service, furnish him information he’ 
desires, and make it interesting with 
local evidence. The selling will take 
care of itself, when you have made 
your store the farmers’ headquarters 
and a clearing house for his ideas. 


NATIONAL EGG WEEK 

The National Poultry Council has 
designated May 1 to May 7 as Na- 
tional Egg Week. The project has 
been endorsed by many state and local 
associations and feed dealers are urged 
to get behind the movement and ob- 
serve it by installing displays and past- 
ing signs in their stores. 


JAMIESON BROTHERS, | feed 
dealers at Poynette, Wis., have shipped 
a carload of 2,500 bushels of choice 
Wisconsin white oats to the race tracks 
at Churchill Downs, Louisville, Ky. 


_ The oats will be fed to contenders in 


the Kentucky derby which is perhaps 
the world’s greatest race classic. This 
is the second carload of oats the Jamie- 
son Brothers have shipped to the race 
tracks, and they were picked from 
samples submitted in competition with 
those from many localities. 
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Poultrymen Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 


It’s the best Crushed Oyster 
Shell packed. 


You Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 


You want to give the Poul- 
trymen what they want, and 


Because— 


It’s the advertised brand and - 
it’s a sure repeater. 


PILOT 


BRAND 
OYSTER SHELL 
FLAKE 


OYSTER SHELL 
CORPORATION 


Shell Building, St. Louis, Mo. 


Poor Feeding Will Make 
Dairying Unprofitable 


One of the chief causes back of un- 
profitable dairying is the faulty feeding 
of cows, Dr. W. B. Nevens, assistant 
chief in dairy cattle feeding at the 
University of Illinois’ College of Agri- 
culture, says in a revised handbook en- 
titled, “Feeding the Dairy Herd,” 
which the college now has ready for 
free distribution to interested farmers 
and dairymen. The aim of the pub- 
lication, according to the author, is to 
present and explain in as simple a 
manner as possible some of the best 
practices in the feeding of dairy cattle. 

In setting up a background for dairy 
herd feeding practices, Dr. Nevens dis- 
cusses the uses which the dairy cow 
makes of her feeds, the _ principal 
classes of feed, the importance of 
knowing the compsition of feeds, the 
similarity between pasture and_ the 
ideal ration, the economy of home- 
grown feeds, the buying of concen- 
trates, ready mixed feeds and the char- 
acteristics of feeds. A detailed discus- 
sion is then given on feeding dairy 
cows during the winter, feeding for 
advanced registry testing, feeding dairy 
cows during the pasture season, the 
care of the cow at calving!time, feed- 
ing dairy heifers, feeding dairy bulls 


and the grinding and fermenting of 
feeds. 

Except for furnishing too much bulk, 
spring pastures are an ideal ration for 
milk production, it is pointed out in 
the publication. In order to get the 
best rations for barn feeding the dairy- 
man therefore should duplicate as 
closely as possible the characteristics 
which make spring pastures so desir- 
able. Among these characteristics are 
palatability, digestibility, succulence, 
physiological effect, balance and cost. 


INSTITUTE OF CO-OPERATION 

The third summer session of the 
American Institute of Co-operation 
will be held at Northwestern Univer- 
sity, Chicago, IIll., June 20 to July 16. 
The following courses will be offered: 
Terminal Market Functions and the 
Co-operative Association, Organiza- 
tion and Membership Problems of Cal- 
ifornia Co-operative Association, Price 
Objectives of Co-operative Associa- 
tions, Problems of Co-operative Dairy 
Marketing, Co-operative Management 
Problems, Conference on Methods and 
Problems of Co-operation. Bulletins 
explaining the complete course of in- 
struction may be had by _ writing 
Charles W. Holman, secretary of the 
American Institute of Co-operation, 
1731 Eye street, Northwest, Washing- 
ton, D. C. 


Ideal for making chick growing and developing grains 
and intermediate scratch feeds. 
corn, wheat, groats, barley, rye, peas, milo, kaffr and 
millet to any size desired. It will also grind grain. 


Capacity 200 to 2000 pounds per hour. 
Kept in Stock for Quick Shipment. 


Hundreds of these wonderful little machines will be used this spring 
by those selling poultry mixtures. 


We are sole manufacturers of Stimmel’s Patent ‘‘Grinds-on’’ Mill 


Cracks or granulates 
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We've Asked The FarmersWhat They 
Think About Feed Dealers 


Staff Member Visits Rural Feeders To Get The “Inside Dope” 
Finds All Interested In Better Feeding; Future Looks Bright 


By Emil J. Blacsky 


Of THE FEED BAG Editorial Staff 


UT where the dairy herd is 
QO munching its cud, where the 

rooster mounts to the _ gate 
post and crows, where overalls are the 
popular garments the horizon is rosy 
for the feed dealer. In this rural ter- 
ritory they know the man who sells 
feeds, they use his products, and they 
are going to remain buyers in the fu- 
ture. They want advice, and they are 
willing to join hands with the feed 
dealer for more business. 

These facts were discovered by a 
member of The Feed Bag staff who 
spent part of his Easter vacation 
among the farmers of two Wisconsin 
counties. The reporter asked ten ques- 
tions everywhere he visited. 

New Feeding Era Here 

All of the farmers had sleek herds 
of dairy cattle. They are interested in 
cows more than in all other types of 
livestock. The old timothy hay and 
straw method of feeding is breathing 
its last. Farmers are getting down to 
a scientific basis. They talk of bal- 
anced rations, of minerals, commercial 
feeds, increased production, cost of 
feed compared with the price received 
for 100 pounds of milk. Some of them 
grind and mix their own grains, fol- 
lowing a balanced ration, but they are 
customers of feed dealers, also, using 
large quantities of bran and oil meal. 

Some farmers favor commercial mix- 
tures, others feel that the price of these 
feeds is too high, and a few are entire- 
ly sold on commercial brands. Opinion 
varies, but all indications are favorable 
toward a healthy feed trade with an 
ever-increasing future. 

Want Dealers to Call 

Judging from comment by the farm- 
ers, it is evident that the rural terri- 
tory is wide open for the personal soli- 
citation by feed dealers. Here is a 
suggestion offered by several ‘farmers 
in answer to the question: Can you 
suggest any ways in which the farmer 
and the feed dealer may better co-op- 
erate? 

“Yes,” they agreed, “if the farmers 
would all club together and order a 
carload of feed at a time from the 
dealer, they’d get in much cheaper; it 
would save the dealer a lot of hand- 
ling, and would mean more profit for 


all.” 

Since that is the general sentiment 
it might be advisable for a dealer to 
spend a day or two on the road each 
week, present the club plan, show its 
advantages and economy, and in a 


(uy HE old timothy hay and 
straw method of feeding is 
breathing its last and farmers 
are getting down to a scien- 
tific basis. The future of the 
feed industry looks bright but 
as the farmers are studying their 
cattle and feeding, feed dealers 
—if they are to succeed—must 
study their feeds and feeding. 
Farmers have always had much 
common sense and now they are 
adding scientific knowledge of 
feeding, making them more 
shrewd than ever before. Its up 
to the feed dealer to “know his 
stuff”, too. 


short time return with an order for a 
carload of feed to be taken by the 
farmers directly from the car. The 
farmers who were interviewed were 
chosen at random, and it may be as- 
sumed that a similar opinion is preva- 
lent in other sections. 

Comments were made on advertising 
which the farmers receive. A majority 
favored the news form with *educa- 
tional features rather than the display 
type which only praised the qualities 
of the feed. Some replied that they 
hecame buyers of feeds because their 
dealer referred them to other persons 
who used it with success. News items 
in agricultural publications influenced 
several. One of the farmers, a success- 
ful dairyman, became a user of a well- 
known brand of commercial dairy feed 
because he was approached by a rep- 
resentative of the company manufac- 
turing it. 

Farm Paper Ads Favored 
A direct letter started another in the 
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use of a poultry feed. Farm papet 
advertising was preferred by a major- 
ity, providing that it appeared in a re- 
liable publication which maintains a 
policy of eliminating fakes from its 
columns. However, the general opinion 
regarding the best form of advertising 
was expressed for the news form, in- 
cluding house organs, items in farm 
papers, pamphlets and broadsides. 
Changing from a credit to a cash 
basis of selling feed would be received 
favorably by most of the farmers. Al- 
though the farmers appreciate receiv- 
ing time to pay for their feeds they 
are willing to lay down the cash if 
they know that the dealer is thereby 
able to sell his feeds cheaper because 
of the new terms. 
Cash Basis Fair to All 
“A cash basis is better,” says one 
farmer. “In the credit system the cash 
man has to pay more for his feeds to 
make up for the losses which are 
caused by the ‘time’ fellows.” 
Farmers expect the feed dealer to 
be more than a capitalist who keeps 
stock on his shelves and passes it out 
cn request. They believe the dealer 
cught to be able to advise customers 
intelligently on the kinds of feeds to 
use. He should do this regardless of 
a small or large profit to be made on 
any particular brand. A few expect 
the dealer to know dairying, feeds, 
feeding and even would require that 
he have practical experience. All of 
the feeders interviewed said that they 
would rather do business with a dealer 
who was an expert on feeds. One 
farmer is still feeding a commercial 
mixture which was recommended to 
him by a dealer several years ago. He 
is getting good results and has re- 
mained a customer since. 
Favor Feed on Pasture 
With the exception of two farmers, 
all are in favor of giving their dairy 
cows feed during the pasture season. 
This reveals a possibility for increased 
“summer business. They agreed that 
feeds, especially bran and oil meal, or 
a brand of commercial mixture, pro- 
duced a better flow of milk, increased 
the lacteal period, and provided for 
larger, healthier calves. 
Here is what the farmers say about 
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feeds and the feed dealers: 

Frank Dufek of Algoma, Wis., lives 
on a 60-acre farm and maintains a 
herd of eight cows. 

Booster for Dairy Feeds 

“I wouldn’t be without dairy feed,” 
he said. “It certainly pays. I am 
hauling 300 pounds of milk every day 
from eight cows. I could never do 
this without using dairy feed. 

“I started to use a commercial feed 
because I ran short on grain. By fig- 
uring I found out that a dairy feed 
would cost me less than buying, grind- 
ing and mixing my own ration. Dairy 
feed is already mixed and it contains 
everything that is necessary to make 
a cow produce. 

“My cows always get some feed dur- 
ing the pasture season. I feed them 
about a pound of feed to five pounds 
of milk. Pasture, alone keeps the 
cows run down.” 

Mr. Dufek saw the benefits of a 
cash business for the feed dealer, but 
appreciates time if he can get it. 

Buys Feed With Profits 

“I’d rather do business with a feed 
dealer who gives time,” he answered. 
“You can wait until you get your milk 
check to pay, then. Many times you 
need the feed and you haven't the 
money. What would you do? You'd 
have to borrow the money from the 
bank. I don’t think a feed dealer can 
be successful without trusting. With 
time a farmer has a chance to pay for 
the feeds with the profits that it 
brings.” 

A commercial feed suggested by a 
dealer several years ago is still being 
used by Mr. Dufek. He appreciates 
the intelligent advice which the dealer 
gave him, and has remained a regular 
customer since. 

He is convinced that the price of 
feed is not too high compared to the 
present value of milk. 

A Prospect for the Dealer 

George Blacsky of Kewaunee coun- 
ty, Wis., was not a buyer of commer- 
cial feeds, but would be willing to give 
them a trial if properly approached by 
a dealer. Mr. Blacsky has a herd of 
13 dairy cows. He grinds his own 
grain on the farm, but does not mix 
it according to a balanced ration. Oc- 
casionally he purchases bran. A half 
ton of commercial feed was once tried 
by him, and it proved profitable, but 
the feed dealer who suggested the pro- 
duct failed to follow it up, and hence 
Mr. Blacsky discontinued using it. (A 
tip for the dealer. Follow up your 
suggestions. ) 

“If I was short on grain, I'd buy a 
dairy feed,” Mr. Blacsky said. “It does 
make the cows produce more, but I 
am not so sure whether it pays, for I 
have never figured it out. I'd rather 
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There’s business waiting for you, if 
you'll go and get it. We know, be- 
cause we’ve asked your farmer pat- 
rons. 

do business for cash, if I have it. Cash 
basis is better for both the feed dealer 
and the farmer. I think it would 
make feeds cheaper. 

Seeks Advice from Dealers 

“I’d rather do business with a dealer 
who can advise me correctly on the 
kind of feed to use, and one who has 
had some experience in feeding. I 
used a half ton of dairy feed once. The 
dealer told me to try it, and I did. I 
think the prices of feeds are reason- 
able. The best advertising I ever got 
from a feed dealer was a direct letter 
on poultry food. It told some news, 
and explained how to use the feed and 
what the profits to be gained were.” 

Over in Door county, Wis., lives 
Albert Buechner who owns a herd of 
Holsteins, top nochers in his local test- 
ing association. He mixes his own 
ration from home-grown grain but pat- 
ronizes the feed dealer in his home 
town in buying oil meal and bran, and 
places an occasional order for chick 
Starter. 

An incident which happened several 
years ago made Mr. Buechner lose 
faith in commercial feeds. On the re- 
commendation of a dealer he tried a 
half ton. 

Thinks Home Grains Best 

“The cows came up in milk, but they 
ran down in weight,” he said. “Un- 
less dairy feeds are different now than 
they used to be I can’t see why they 
pay.” 

He is of the opinion that present 
feed prices are too high compared to 
the price received for milk. “When 
feed costs you over two cents a pound 
it doesn’t pay,” he said. 

The direct forms of advertising, such 
as house organs, personal letters, and 
educational pamphlets are those to 
which Mr. Buechner gives the most at- 
tention. 

“Sell your feeds cheaper, and you 
will sell more of them,” is his advice 
to dealers. 

Buys Only for Protein 

After a long jaunt the reporter 
found Arnold Heuer of Kewaunee 
county, Wis., another progressive dairy 
farmer in his yard doing the evening 
chores. 

Mr. Heuer patronizes his local deal- 
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er every year, buying three tons of lin- 
seed meal and six tons of bran. He 
mixes his home-grown feeds accord- 
ing to a balanced ration. 

“Every farmer should buy bran,” he 
advised, “regardless of whether he has 
his own grain or not. Bran is high in 
protein, and it is needed to balance 
the ration.” 

Mr. Heuer feeds bran and oats dur- 
ing the pasture season, and he says 
that this practice provides larger, heal- 
thier calves, enables cows to produce 
better during the winter, and returns 
a large profit. 


Booster for Cash Basis 


He is a booster for the cash basis. 
He prefers doing business on these 
terms because it enables him to buy 
more cheaply. For better co-operation 
between dealer and consumer he sug- 
gests the carload method, and he not 
only advises it, but has tried the 
method with his brother with the re- 
sults of profit to both and the feed 
dealer. 

The cow-testing association which 
showed him the need of a balanced 
ration for higher production made him 
become a buyer of feeds. Commercial 
feed was introduced to him by a rep- 
resentative from the company manu- 
facturing the mixture. 

“Feeds are still high enough,” he 
replied to the price question. “One bad 
thing about them is that they go up 
in the spring when the price of milk 
is lowest.” 

Linseed Meal and Bran 

Several miles down a Kewaunee 
county highway is John Blacsky, Al- 
goma, Wis., who is interested in 
Guernseys and is in the process of 
building up a fine herd. He is a buyer 
of bran and linseed meal and also 
mixes his own ration. He considers 
both of these feeds important in ob- 
taining a correct mixture. 

“If you have a good herd and in- 
tend to stay in the dairy business it 
pays to buy feeds regardless of cost,” 
he assures. “The price of feed wasn’t 
too high this year, according to milk. 

“If I get feed cheaper from the man 
who does business on a cash basis, I’d 
sooner do it that way,” he replied to 
the terms question. “If a feed dealer 
doesn’t sell for cash the man with the 
money must make up for the losses 
of the fellow who does not pay up. 

“A dealer who keeps good reliable 
feeds on hand and who sells only those 
which are of good quality, rather than 
the cheap brands on which he may 
make a big profit but which will not 
give satisfaction, is co-operating with 
the farmer,” Mr. Blacsky says. 

Uses Commercial Dairy Feed 

Near Maplewood, in Door county, 


(Continued on Page Twenty-two) 
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Dealers Need Use Care In Signing 


Trade Acceptances 


Method Of Payment Dangerous If Standing Of Seller Is Unknown 
Courts Rule Merchant Is Liable When Third Party Is Concerned 


ceptance is a written acknow- 

ledgement of a debt for the pur- 
chase of goods, which the acceptor 
agrees to pay upon a certain date. This 
class of paper is used to a considerable 
extent at this time,in the commercial 
world, and a working knowledge of its 
import may well be had by retail mer- 
chants in general, and as a beginning 
this much may be said. 

The usual form of trade acceptances 
carries the same legal obligations as a 
note. It is negotiable, and when trans- 
ferred into the hands of an innocent 
third party, as a bank or trust com- 
pany, the party signing same is bound 
just as he would be upon a note. 

Great Help to Seller 

Its purpose is of course to enable 
the seller of the goods to quickly turn 
the account into money, if his business 
requires it. In other words, it pro- 
vides a handy means of obtaining 
money on accounts which ordinarily 
would be difficult to borrow upon, and 
might remain in process of collection 
many months as the case may be. 

Now, at ‘this point it may be stated, 
that the use of trade acceptances is a 
business convenience of considerable 
magnitude, and so long as a retail mer- 
chant signing such paper has no dis- 
pute with the seller of the goods it 
represents, all may be well. At the 
same time, the retail merchant signing 
a trade acceptance should understand 
that in case the goods therefore prove 
unsatisfactory he may be placed at a 
disadvantage in any after dispute over 
them. It works this way. 

Dangerous to Purchaser 

The seller of the goods, we will say, 
transfers the trade acceptance to a 
bank, or other innocent third party. 
The goods, let us assume, prove un- 
satisfactory, and the buyer takes the 
matter up with the seller. Now if the 
seller is not inclined to make an ad- 
justment, he can simply stand on the 
contract of sale, and it will then be 
up to the buyer to bring suit against 
him. 

In the meantime, when the trade ac- 
ceptance falls due, the holder of it will 
present it for payment, and the buyer 
of the goods will have no defense 


B  cxviance speaking, a trade ac- 


By Leslie Childs 


thereto. The buyer will then be com- 
pelled to pay the trade acceptances, 
regardless of whether he ever obtains 
a satisfactory settlement, of his dis- 
pute over the goods it represents, with 
the seller. The possible danger in a 
situation of this kind for a retail mer- 
chant may be illustrated by the fol- 


HE question of whether or 
not to sign trade accept- 
ances in payment for mer- 

chandise must frequently be de- 
cided by every dealer. In cases 
of this kind it is helpful to have 
full knowledge of the law. Mr. 
Childs tells you, herewith, and 
you will find it profitable to read 
every word of his article very 
carefully. 


lowing: 
A Case in Point 

In one case of this kind, a retail 
merchant ordered a large bill of goods 
from a traveling salesman. Upon the 
request of the salesman, the merchant 
signed three trade acceptances for the 
goods ordered. The salesman’s firm 
sold the trade acceptances to an in- 
vestment company, and when they fell 
due they were presented for payment. 

The merchant declined to pay the 
trade acceptances, and set up that he 
did not understand them to obligate 
him to pay anything. That the sales- 
man represented that he would only 
be liable for the goods, and that the 
trade acceptances were merely for the 
salesman’s company to make shipment 
upon. 

Payment Forced by Law 

In other words, the merchant at- 
tempted to defeat payment of the 
trade. acceptances, in the hands of the 
investment company, on the ground 
that he had been induced to sign them 
through the fraud of the salesman. In 
reply to this the investment company 
set up that it was a holder of the paper 
in due course, and that it knew noth- 
ing of the alleged fraud of the sales- 
man in procuring the merchant’s sig- 
nature to the trade acceptance. 

On this state of facts, the court held 
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that the merchant was bound to pay 
the trade acceptances; that the invest- 
ment company was a holder in due 
course, and the merchant could not 
escape liability on the ground that the 
salesman had induced him to sign by 
fraud. Result, a judgment was ren- 
dered against the merchant. 
Merchant Should Be Careful 

In the light of the foregoing, it is 
obvious that a retail merchant should 
exercise some care in signing trade 
acceptances. If the firm he is dealing 
with is known by him to be reliable, 
responsible, in his territory to stay, and 
above even the suspicion of being a 
“one sale” firm, it may be to his ad- 
vantage from a credit standpoint to 
give trade acceptances for goods pur- 
chased. 

On the other hand, the merchant 
should never lose sight of the fact that 
in signing a trade acceptance he is 
signing a negotiable instrument: a 
paper that may be passed on to third 
persons with the same facility as notes, 
checks and drafts; and, with this in 
mind he may well, for his own pro- 
tection, be very cautious in signing 
papers of this kind, at the request of 
Strangers representing’ firms whose 
standing is unknown to him. 


M. B. HELMER of the Helmer 
Milling Co., Fond du Lac, Wis., re- 
ports that he is installing a new 20- 
ton truck and wagon scale at his mill. 
The scale is expected to be ready for 
duty about May 1. 


C. G. WESTLING and A. L. CARL- 
SON, owners of the Chicago Produce 
Co., Chicago City, Minn., report that 
they have started excavation for a new 
plant to house a feed grinding mill, 
grain elevator, storage bins for, seed 
and produce quarters. 


J. J. WALPER has purchased the 
interest of his partner, B. T. Craig in 


the Walper & Craig grain elevator, 


Britton, Mich. Mr. Craig has been 
manager for the past seven years. He 
plans to take a long vacation, spend- 
ing the summer in Europe and finally 
attending the American Legion con- 
vention at Paris in September. 
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E. A. HOWARD, Central Bridge, 
N. Y., is installing a complete trans- 
fer elevator and mixing outfit. 


A. F. EDWARDS, Gravity, Pa., 
dealer, has modernized his mill with 
new corn cracking and feed grinding 
equipment, electrically operated. 


LLOYD HEDRICK, head of the 
Buffalo plant of the Purina Mills, has 
been made chairman of a committee 
on arrangements for a dinner to be 
held im Buffalo for feed and grain in- 
terests, May 14. Senator J. J. Davis, 
of New York, is scheduled to speak 
at the dinner. 


HENRY KILLICKS & SONS, 
Lyons, N. Y., has installed new mixing 
machinery and a high-speed steel ele- 
vator. 


W. B. COLYER, Cobleskill, N. Y., 
has just completed installation of a 
feed mixing unit, consisting of a separ- 
ate water-driven unit with a one-ton 
latest type vertical mixer and high- 
speed elevator. Since installation of 
the new machinery, Mr. Colyer de- 
clares his business hag picked up to a 
very satisfactory volume, and he is of 
the opinion that every dealer who does 
any volume of business at all, should 
have his own mixing equipment. 


DRIED BUTTERMILK 


100 Ib. Paper Lined Sacks 


DRY SKIM MILK 


Paper Lined Barrels 


COD LIVER OIL—COD LIVER MEAL 


FEED FORMULAS 
FEED PLANT EQUIPMENT 
FEED SYSTEM ENGINEERING 


S. T. EDWARDS & Co. 


110 S. DEARBORN ST. 
CHICAGO, ILL. 


| nnouncement To Dealers 
| 


The Wisconsin Co-operative Agstone Association is made up of the fol- 
| lowing companies, organized under the Wisconsin 1925 Co-operative Law: | 


WAUKESHA LIME & STONE CO., Waukesha, Wis. 
| MAYVILLE WHITE LIME WORKS, Mayville, Wis. 
| 


WISSOTA SAND & GRAVEL CO., Eau Claire, Wis. 
STANDARD LIME & STONE CO., Fond du Lac, Wis. 
We have a positive definite policy of service wis dealers only. 


production of high quality products and a corps o 
Md offer you an attractive proposal on the following products: 


tural Limestone 


BARNLIME—Deodorizer, 


Fine Ground Kiln and Lime Dried Agricul- 


Ohio Hi-Calcium Hen and Chick Grits. 
disinfectant, ab- 
sorbent for barns, pens and toilets. 


“BEST BY TEST”’ 


J. C. BRANNING & CO., Narrows- 


burg, N. Y., has discontinued their 
steam plant, and _ installed electric 
power. Mr. Branning, although 84 
years old, is in active charge of the 


business, while his grandsons operate 
the mill. Mr. Branning looks forward 
to an excellent summer business. 


NEW OWNERS AT CORRY 

Hammond Elevator Co., Corry, Pa., 
recently was sold to the Union Pro- 
duce Co., with headquarters at Union 
City, Pa. C. M. Woods, president of 
the company, says the business will be 
known as Union Produce Company of 
Corry. P. K. Waldron has been made 
manager of the plant. 


DEALER SELLS CATTLE 

Joe Straub of the Lomira Elevator 
Co.. Lomira, Wis., now has a cattle 
sales barn in connection with his pro- 
gressive feed store. Joe keeps from 20 
to 25 fine tested animals in his stables 
at all times and has found that they 
are in good demand among his cus- 
tomers. Joe has also recently entered 
the cattle shipping business. He says 
that in his opinion most farmers are 
discouraged with co-operative shipping 
and would rather sell the cattle right 
in their own town so that they can 
know definitely what their receipts 
will be. 


Many years of experience in the 
fieldmen to help the dealers, make it possible to 


WESTERN LIME & CEMENT CO., Milwaukee, Wis. | 


ration. 


Mineral Feed Ingredients — Lime, iodized 
Salt, Bone Meal. 
Silo Lime for use with silage to neutralize 


Twenty 


ASK FOR OUR FIELDMAN IF INTERESTED | 


WISCONSIN CO-OPERATIVE AGSTONE ASSOCIATION 
CORNER RANDALL AND UNIVERSITY AVENUES, MADISON | 
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Mr. Dealer, Are You In Business 
To “Keep” Or To Sell? 


Profits Are Made Selling, Storage Space Not Of First Importance 
Farmers, And Other Customers, Do Not Buy Freely But Must Be Sold 


FEW months ago, a feed store 
A operating in one of our south- 
ern cities, whose name need not 

be mentioned here, was forced through 
a meeting of its creditors, to enter 
into a state of bankruptcy. In the 
final settlement, the creditors received 
approximately 20 cents on the dollar. 
The failure of this firm had come 
as a surprise to many. It had built 
an unusually attractive store on a lo- 
cation which enjoyed a heavy traffic. 
The manager was young and aggres- 
sive and it was generally predicted that 
he would enjoy a prosperous future. 
Yet, within a few years he was broke. 

Warehouse vs. Store 

“The dominating factor behind this 
failure was that this man had plenty 
of storage space, but no selling space,” 
the manager of a financial rating 
agency who had investigated the busi- 
ness, told me. “He had plenty of good 
stock and had the agency for several 
well-advertised national lines, but he 
lacked the sales punch. He lacked the 
ability to create displays which would 
bring people into his store to buy. He 
lacked the knowledge of getting up 
some attractive booklets and mailing 
them out to his friends, and those who 
would be interested in. feed. He had 
a store, a good location, and all the 
essentials for doing a good business, 
but he made his place a warehouse for 
storing feed, rather than a commercial 
establishment where it was sold.” 

To Keep or to Sell 

The remarks of this individual re- 
call the old crack about the lady who 
went into a drug store and asked the 
clerk if the store kept:a certain brand 
of tooth paste, to which that worthy 
replied: “No, lady, we don’t keep it. 
We sell it!” While his reply was dis- 
courteous and uncalled for, it never- 
theless emphasized the purpose behind 
every retail firm. 

If merchandisé is kept it will either 
deteriorate and become a total loss, 
or it will become out of date, and still 
be a loss. The purpose ,of business is 
to make money, and this can only be 
accomplished by buying merchandise 
and selling that merchandise at a price 
which will take care of the overhead 
and leave a fair margin of profit. 

“Business is not what it was,” an 


By B. C, Reber 


old merchant told me some time ago. 
“When this place was a_ wilderness, 
my father opened up a little store and 
catered to the entire community. We 
had a general store, an apothecary who 
mixed his own drugs and paints, a feed 


OOD luck in business is not 

merely a matter of nailing 
a horse shoe above the door of 
your store. We believe the same 
effort would be more produc- 
tive of results if applied at the 
handle of a broom sweeping out 
your establishment. The story 
herewith, describes two feed 
stores. One is successful and 
the other failed and closed its 
doors. Spend five profitable 
minutes reading the article and. 
Mr. Reber will tell you why. 
Spend five minutes more think- 
ing about these reasons and 
you'll be a more successful mer- 
chant. 


store, which my father owned, and one 
or two others. There was little or no 
competition then. One merchant prac- 
tically had things his own way. 

“Now, however, if you want busi- 
ness you've got to get out and get it. 
It is not a case of the customer coming 
to you, but in your going to him, and 
offering him a better proposition than 
your competitor has offered. Compe- 
tition is keen. If the customer is not 
satisfied with your dealings, he can 
find a competitor’s store close at hand 
where he will be welcomed. In the 
clden days, the customer bought. To- 
day, the merchant sells.” 

Personal Effort Important 


Constant attention to business, a 
strong initiative, and a good person- 
ality are demanded today for the busi- 
ness which would show a profit. Many 
men have a pleasing personality, but 
they do not capitalize it by increasing 
their sales. They have an opportunity 
which is overlooked. Others have a 
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shrewd business ability, but they lack 
the tact of getting along with their 
customers. In either case, sales suffer. 
I know of the experience of: a man 
who started a small feed store on the 
cutskirts of a city a few years ago. 
It was in a weather-beaten shack which 
he was forced to use because he could 
not afford anything better. Each morn- 
ing he was on the job bright and early. 
Each morning, the place was scrupu- 
lously cleaned out, although the busi- 
ness of the day previous had been 
hardly sufficient to demand it. Such 
cards and display banners as he could 
ebtain from the firms from whom he 
bought his feed were tacked up in the 
most attractive manner. None were 
allowed to become torn or soiled. 
He made friends with the children 
in the neighborhood; he made friends 
with all he met. He went around the 
territory seeking out those homes 
where they kept chickens and discussed 
poultry with the owners. He recom- 
mended remedies for sickness, egg-lay- 
ing foods, and other points of interest. 


Friendliness Helps Business 


After a year in his little shack, the 
business had grown to such propor- 
tions that he was forced to move into 
a larger building. His prosperity, 
however, did not affect his simple, dem- 
ocratic manner which had made him 
so many friends. Nor did it prevent 
him from still keeping his place clean, 
and his show cards fresh and attrac- 
tive. He has made much money in 
his business, and the sales are still 
growing. He is recommended in every 
part of the city by customers who are 
also friends. His credit and financial 
ratings are the best. 

Here is a simple story of a man who 
has made good. Yet in it are the fun- 
damental principles of successful mer- 
chandising. He kept his store clean, 
he always had fresh, pleasing displays, 
he made friends, and he was never too 
big to look after every detail of the 
business. He was a merchant who 
used his space to sell and not to store. 


O. A. TALBOTT CO. grain eleva- 
tor at Keokuk, Ia., was destroyed by 
fire April 16, with an estimated loss 
of $100,000. 


Page Twenty-one 


| Op! 


What Do The 


Farmers Think 


About Feed Dealers? 


(Continued from Page Eighteen) 


Wis., Dave Sullivan, owner of a herd 
of Holsteins, is a strong booster for 
dairy feeds. He uses from one to two 
tons a year in addition to the feeds 
he mixes at home. 

“T bought a ton of feed about seven 
years ago and I haven't missed a year 
since. It helps to keep the cows in 
good condition especially when fed in 
connection with silage. 

“T’ve secured the best results with 
a commercial dairy feed. This feed 
was recommended to me by several of 
my neighbors who have high produc- 
ing herds and naturally I tried it my- 
self. I’m more than satisfied with the 
results. 


Dealer Gives Trade Stamps 
“Business on a cash basis, I find, is 


better for both the farmer and the 
dealer. My local dealer gives trade 
stamps which amount to $2.00 on 
every $100.00 worth of business trans- 
acted. In this way, I am able in the 
course of a year, to have from 20 to 
3& bags of oats ground free of charge 
for my winter feeding.” 

Here is another instance where the 
farmer is willing to take the advice of 
the feed dealer, but there is one ob- 
jection which Mr. Sullivan brings out 
with much emphasis: 

“T have found through years of as- 
sociation with feed dealers and in 
farming that you must be associated 
with the business of feeding cows be- 
fore you can advise a farmer correct- 
ly. Nine cases out of ten the dealer 
does not know which feed is best. All 
he is interested in is in emptying! his 


SAVE THE BABY CHICKS---feed 


= A=C Baby Chick Feed 


Milled from sweet nourishing grains 
that are best suited to promote the 
health and growth of Little Chicks. 


. MIXED CARS OUR SPECIALTY ... 


WISCONSIN MILLING 


Write for samples and prices 


QO 


OO 
COMPANY 


MINCO 


OIL MEAL 
30% Protein 


YOUR TRADE WILL LIKE 


| KREAMO 


Sweet Dairy Feed 


Straight or Mixed Cars--Quick Shipment 


J 16144% Protein 


WE HANDLE ALL KINDS OF MILL FEEDS— 
CORN AND OATS 


Write for Samples and Prices 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


JOIN OUR GANG OF SATISFIED FEED DEALERS 
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warehouse by spring.” 
“T heard a certain dealer advise a 
farmer to buy at least three tons of 


feed to last through the winter. How- 
ever, the farmer also knew a trifle 
about feeding. As a result of this ad- 
vice, the farmer did not buy any feed 
at all. He lost his faith in the feed 
dealer.” 

Anton Babler, prominent Maplewood 
dairyman, uses half a ton of commer- 
cial feed each year. This feed costs 
him from $20 to $25. He says it pays 
him to feed this providing milk is sell- 
ing for at least $2.00 a hundred. 

“If [T have to pay over $45.00 a ton 
for feed I’m not making one cent. I 
have used several brands of commer- 
cial feeds during the time I have been 
in the dairying business and I must 
say they were all fairly good. Most 
otf my feeds, however, are mixed at 
home because I can save from $5.00 
to $15.00 per ton. 

“I prefer doing business with a 
dealer who knows what feeds are best. 
1 have been lucky enough to be able 
te trade with dealers who were once 
farmers, and who understand the game. 
Two years ago a dealer told me about 
a good dairy feed. I’ve been using it 
since and it is good.” 

Testimonials of neighbors who used 
the feed are the best forms of adver- 
tising that a man can receive, Mr. Bab- 
ier believes. He is tired of direct let- 
ters, and prefers good dependable farm 
papers and the advertisements which 
they carry. 

“If the feed dealer will advise the 
farmers to the best of his knowledge 
and will keep only the best qualities in 
stock, he will co-operate better with 
the farmer,’ Mr. Babler declared. 

And that’s that. The consumers have 
expressed their views. They have 
spoken from an angle which all feed 
dealers wish to know. In the vari- 
ous replies are to be found sugges- 
tions and new business possibilities 


_which may be the missing links which 


have so often vexed a dealer. 
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Prepared by the Minneapolis branch 


ofice Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


LTHOUGH tthe market on 
A wheat mill feeds is off slightly 
from its high point, the spot 
delivery situation, particularly on bran, 
remains exceedingly tight. Bran that 
can be promised for shipment before 
May 1 is still in active request with 
the demand coming principally from 
the eastern markets. Middlings, on 
the other hand, have shown an easier 
tone during the last few days and at 
the present time middlings are offered 
at a lower price. than bran, but to off- 
set this May shipment middlings are 
not discounted quite as much as bran 
as compared to the spot price. 
Although the offerings of feed for 
May shipment are not liberal, appre- 
ciable price concessions are made as 
compared to the spot price. First half 
of May bran is available at about $1.50 
under the spot price with all of May 


about $3.00 under. First half of May 
middlings are cut only 50c under the 
spot price with all of May about $1.50 
under. 

The Kansas City market has also 
been very strong on immediate ship- 
ment bran with mills and jobbers at 
that market reporting good sales not 
only to eastern and central states ter- 
ritory but also to the west coast; in 
fact, California buyers were credited 
with paying the highest price for bran 
thus far on the crop, not only for im- 
‘mediate but in the deferred positions. 

A few scattered bids have recently 
come in to northwestern markets from 
the East for June-July-August-Septem- 
ber bran. These bids averaged around 
$21.50, Minneapolis basis, but north- 
western mills are not willing to sell 
thus far ahead. The Kansas City mar- 
ket some weeks ago sold some sum- 
mer shipment bran at $20.00, Kansas 
City basis, but during the last week 
disposed of some at $22.00, Kansas 


City basis. 

The fact that prices on wheat mill 
feeds are keeping strong from day to 
day has been disappointing to many 
operators who expected a drop before 
this. While the majority of jobbers 
and dealers seemed to be staying away 
from the deferred shipments, there are 
a few handlers who expect the tight 
situation to continue from day to day 
well into the month of May and this 
class of traders are still willing bid- 
ders on 30-day and May shipment 
feed. 

The heavy feeds while not in active 
demand held fairly firm, due to light 
offerings. Most mills have flour mid- 
dlings to offer for quick and prompt 
shipment but there has been just 
enough demand present from day to 
day to keep the output moving in fair- 
ly good shape and at steady prices. 

The linseed meal market has held 
very steady, principally on account of 
light production. Mills claim to have 


Finest Grinding — Biggest Capacity 


Lowest Operating Cost—Longest Life 


The “Jay Bee” Will Outlast Any Feed Mill Made 


The heavy plate-steel construction of the “Jay Bee” mill makes it practically unbreakable. Steel has four 
times the tensile strength of cast iron. Shocks and sudden strains to which a mill is subject will break cast 


iron—but not steel. 
No Heat—No Friction—Reduces Fire Hazard 


The “Jay Bee” has no burrs, knives, gears, rolls, nor breaker plates to wear 
dull or break —or heat the grain. Steel hammers, with 16 cutting edges, 


grind the material in suspension. No heat. No friction. Prevents explosions. 
Reduces fire hazards. 


Grinds Anything Grown to Any Degree of Fineness 


Shelled corn, ear corn, with or without 
husks on, corn stalks— any hay or rough- 
age—oatsso fine hulls lose theiridentity, 
finest pig meal—whole wheat to whole 
wheat flour —bran to fineness of midd- 
lings—screenings to lose their identity 


—alfalfa hay to alfalfa meal. 


The “Jay Bee” meets every grinding re- 
quirement. Its superior grinding will in- 
crease your present business—and attract 
new customers from ten to twenty miles 
around you. Hundreds of milling plants 
have increased their business, decreased 
their cost, added to their profits with a 


“Jay Bee.” So can you. 
Mfd. by the Bossert Corp., Utica, N. Y. Distributed by 
One of the oldest and largest manufacturers of pressed steel stamp- 


ings in the U.S.’ Stampings of ail sizes and shapes from steel, J, BB, SEDBERRY, Inc. 160 Hickory St., Utica, N. Y, 


Sizes and styles to meet every grinding requirement. Write 
for descriptive literature, easy terms, etc. 
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Crusher—Grinder—Pulverizer 


sufficient directions on oid contracts to 
run them for the first couple of weeks 
and are making no price concessions 


for shipment after that time. Limited 
amounts of linseed meal have recently 
been brought into the Buffalo market 
from Canada, but the price on Cana- 
dian meal has now been advanced to 
a point above domestic prices. 

Flood conditions in the south had a 
tendency to firm cottonseed meal 
slightly but with the demand very 
slow only slight advances were main- 
tained, with resellers still commanding 
enough meal bought at lower figures 
to enable them to undersell mills in 
most cases. Although the production 
of gluten feed is heavy, the demand has 
also been very good and firm prices 
are the result. The corn feeds and 
the ground and cracked feeds have 
been quiet and slow. The demand has 
not been active and market quotations 
are barely steady. Various feeds to- 
day, April 27, are quoted for quick 


shipment as follows: Standard bran, 
$27.50 to $27.75; pure bran, $28.00 to 
$28.50; standard middlings, $27.00 to 
$27.50; flour middlings, $30.50 to 
$31.50; red dog, $35.00 to $36.00; 34 
per cent linseed meal, $48.00; first half 
of May standard bran, $26.00; all of 
May standard bran, $25.90. All f. 0. b. 
Minneapolis. 


JOHN BEAUX, widely known feed 
dealer and proprietor of Frank Beaux 
& Co., died at his home in Calvary, 
Wis., on April 9. Twenty years ago 
Mr. Beaux was proprietor of the Beaux 
Mercantile Co., at Nome, Alaska. He 
was in Nome from 1901 to 1906 and 
W. G. Slugg, a Wisconsin feed jobber, 
was there from 1904 to 1907. Mr. Slugg 
recalls that hay purchased from the 
Beaux Mercantile Co. at Nome was 
very expensive as the charge for ship- 
ping from the United States was based 
on the bulk space occupied in the boat 
rather than the weight. 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 


WM. R. MADDEN 


TO 
UERGER COMMISSION CoO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


MIXED 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co, 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


so 


CARS 


16 Attend Sales School 
At Milwaukee 


Sixteen dealers attended the sales 
school which’ was held under the aus- 
pices of the Purina Mills, at the Wis- 
consin Hotel, Milwaukee, March 28 to 
April 1. “Every phase of live stock 
feeding was studied,” according to F. 
S. Gilchrist, sales manager, Minneap- 
olis division, “with a view of enabling 
salesmen and local feed dealers to ren- 
der a higher type of service to feeders 
of live stock.” . 

The school emphasized the fact that 
it takes only a comparatively small in- 
crease in production to double the 
feeder’s net profit. A survey made by 
Hoard’s Dairyman, it was reported, 
showed that an increase of only 10 
per cent in the amount of milk pro- 
duced will frequently result in double 
profit. Latest methods of culling poul- 
try were also taught at the school. 

The following dealers were in at- 
tendance: C. E. Peterson, Peterson 
Brothers, Carney, Mich.; Roy Wil- 
liams, Williams Elevator Co., Beaver 
Dam, Wis.; R. G. Gatz, Builders Serv- 
ice Co., Birnamwood, Wis.; J. E. John- 
Johnson Lumber & Fuel Co., 
Brandon, Wis.; Albert Hynck, Farm- 
ers Warehouse, Hillsboro, Wis.; Ernst 
Dettman, Stewart & Alexander Lum- 
ber Co., Ableman, Wis.; Allen B. Taxis 
and Fred Mallach, Globe Milling Co., 
Watertown, Wis. 


son, 


L. L. Platten, Platten Produce 
Co., Green Bay, Wis.: George 
Lane, Lane & Son, Oconto, 
Wis.; George Broecker, Fuller Good- 


man Co., Markesan, Wis.; H. R. Fan- 
cher, Fuller Goodman Co., Vandyne, 
Wis.; A. H. Goppelt, Kohl & Goppelt, 
Waupun, Wis.; E. Hamm, Iron Ridge 
Lumber Co., Iron Ridge. Wis.; James 
H. Vint, Farmers Co-operative Eleva- 
tor Co., Union Grove, Wis.; W. H. 
Bean, Vesper, Wis. 


What has become of the old fash- 
ioned chap who used to think that a 
lamp post was the foot of his bed? 


HIAWATHA 


Grain Company 


MINNEAPOLIS, MINN. 


SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 
Type of Feeding Screenings 


Get Our Samples and Prices 
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Florida Promoters Envy Wisconsin 
Dairy Farms and Milk 


ST. PETFRSBURG TIMES 


arms | 


FLORIDA 


Wisconsin Gets the Cream’ 


Today, perhaps, a huge glass tank car containing 
5,000 gallons -or twenty tons--of MILK will arrive in 
Tampa or St. Petersburg from Ripon, Wisconsin—2,000 
miles away. 


For this milk Florida consumers will pay 25c a quart, 
or a DOLLAR A GALLON. 


Wisconsin dairymen are profiting by the failure of 
Florida dairy herds to increase with Florida's growing 


What. then, are the exira profit possibilities at 
VENICE FARMS 


+ + + where every farmer can supplement his income by 
helping supply an ever-increasing demand for milk, 
cream and dairy products. 


Here is good, clean, cleared land, perpetual pasture, 
excellent water, competent advice from an organized 


population. 


Wisconsin gets the “cream"—the profits. 


farm board and ideal living conditions. 


Where can‘you find such a “set-up”? 


Wisconsin dairymen must pay heavy winter feed 
bills—shippers’ commisions—freight bills—costly re- 
frigeration—before they take their profit. 


CHARLES BUSH, former miller, 
and J. Frank Clarke, are installing 
new, modern milling machinery in 
place of the old equipment at the Dells 
flour mill, Eau Claire, Wis. 


HERMAN WIRTH, manager of the 
Manawa Farmers Co-operative Co., 
Manawa, Wis., advises us that his firm 
is enjoying a splendid demand for all 
kinds of feed stuffs. Mr. Wirth also 
handles a complete line of farm ma- 
chinery in addition to his’ feed. 


Venice representatives will give you complete infor- 
mation and arrange a trip for you. See them. 


pany, Penice Fiorida, 


828 CENTRAL AVENUE 


ALBERT ZINN, president of the 
Milwaukee-Western Malt Co., Milwau- 
kee, died while playing golf with some 
business friends, Saturday afternoon, 
April 23. Mr. Zinn was born in 1859 
and entered into the grain business in 
1883 when he and his brother organized 
the Zinn Malting Co. At one time he 
was associated with the Milwaukee- 
Waukesha Brewing Co. and later was 
general manager of the Fred Miller 
Brewing Co. The Milwaukee-Western 
Malt Co. was organized in 1903. 
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HE Feed Bag has received a let- 

ier from one of its feed dealer 

readers who has been sojourn- 

ing in Florida, enclosing a clipping of 

a full-page advertisement in the St. 
Petersburg Times. 

“This is some ad for Wisconsin,” the 
dealer writes. ‘Cows down here ought 
to be sent up to Wisconsin to be fed 
for most of them look like mere skele- 
tons. They ought to buy a lot of feed 
in this state, but: they don’t seem to.” 

The advertisement is headed “Wis- 
consin Gets the Cream”. It describes 
the regular shipment of huge glass 
tank cars containing 5,000 gallons of 
milk from Wisconsin to Florida—2,000 
miles distant. 

“For this milk,” the advertisement 
says, “Florida consumers will pay 25 
cents a quart or a dollar a gallon. 

“Wisconsin dairymen are profiting 
by the failure of Florida herds to in- 
crease with Florida’s growing popula- 
tion. 


“Wisconsin gets the ‘cream’—the 
profits. 
“Wisconsin dairymen pay 


heavy winter feed bills—shippers’ com- 
missions—freight bills—costly refriger- 
ation—before they take their profit.” 


J. MYNOR EWING of the Cannon 
Valley Milling Co., Minneapolis, an- 
nounces that his firm is now manufac- 
turing and distributing Farmers’ Choice 
16.5 per cent sweet dairy ration. He 
says he believes it to be one of the 
finest dairy rations manufactured in 
its class. 


MINNEAPOLIS GLEE CLUB 

The Minneapolis Chamber of Com- 
merce Glee Club broadcasted one of its 
famously wonderful programs over 
WCCO, the Gold Medal radio station, 
on Monday evening, May 2. Feed deal- 
ers who are lovers of music, and there 
are few among us who do not love to 
hear male voices blended in close har- 
mony, should never fail to listen in 
when the Minneapolis Chamber of 
Commerce Glee Club is singing. The 
Feed Bag is mighty sorry that we did 
not have the opportunity’ to announce 
that the program was to be broadcast 
in the April number but in the future 
we will try to give our readers ample 
notice of events such as this. All we 
can say is that if you missed hearing 
the boys from Minneapolis, you have 
been deprived of a real pleasure. 
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Boost The Feed Bag To Firms You Do Business With 


Quality is remembered long 5: 


33 

== | DADMUNS 
a5 By val You will be glad to know aa 
55 about Square Deal 
i ° 

23 feeds—wuit and see. 
00 oo 
50 
oe = THE DADMUN COMPANY £2 
WHITEWATER, WISCONSIN 
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Oc 
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Buy 


PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


Do Dog Owners Pass Your Store 


If so, you should have their business and the food that meets 


every requirement of the dog owner is 4 
preferred by dogs, any breed and Perfection * 
puppies, any age. 

? 

Accept Our Special “Perfection Set-Up 
and allow us the opportunity to put your dog food department on a pay- 
ing basis without one cent of investment during the first thirty days. This is a most 


unusual offer and a wonderful opportunity to get in direct touch with a most desir- 


able class of buyers—dog owners, and there’s hundreds right in your 
locality. 


» Your Dog Food Sales Start at Once 


As the ‘‘Perfection Set-Up” is primarily intended for that purpose. 
Included in this “‘Set-Up’’ will be found one hundred 
pounds of the convenient five and ten pound sixes of PER- 
FECTION Dog Food, also Display Signs, Wall Hangers, 
Stuffers, and other advertising literature. Of course FREE 
Samples for distribution will be included. This Set-Up 
7 will make the most attractive window display in your local- 
ity. And the cost?, the entire cost will be only $7.50, bill- 
ing for same will be made at the end of thirty days, but 
invariably, additional shipments are necessary within a 
week in order that the dealer may be supplied with PER- 
FECTION. It’s a ready seller and a BIG repeater. All 
that’s necessary is to WRITE OR WIRE FOR THIS SET-UP. 


MANUFACTURED AND DistriBUTED OnLy By 


PERFECTION FOODS CO. 


= BATTLE CREEK, MICH. 


> 
BY F 
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L. D. CRANE, one of the Wiscon- 
sin representatives of the Minneapolis 
Milling Co., Minneapolis, has a crew 
of re-sale girls working with him out 
in the state. He drove into Portage 
with one of them recently and as he 
and the girl got out of the car, friends 
noticed that the girl’s shoes and stock- 
ings were covered with mud, while 
Crane’s shoes were well polished. Lou 
explains that the car stuck in the mud 
outside of Portage and the girl got out 
and pushed. It’s a good story, Lou! 


R. W. BIEL of Randolph, Wis., was 
a caller at The Feed Bag office on 
April 25. Mr. Biel reports that sales 
are good, especially with respect to 
commercial mixed feeds, but that feed 
grinding is rather slow. Mr. Biel be- 
lieves that the direct selling evil, so 
much talked about among feed deal- 
ers, is a matter for each feed dealer 
to handle in his own locality. “A feed 
dealer who gives his patrons real serv- 
ice and carries good stock can meet 
car door competition if he really tries,” 
Mr. Biel says. 


CHARLES G. HOOKER of the 
Brooks Milling Co., Minneapolis, an- 
nounces that his firm is now manufac- 
turing a new Blue Ribbon sugared pig 
meal with mineral. Other Brooks 
Milling Co. products include Blue Rib- 
bon sweet dairy feed, Blue Bell scratch 
feed, and Blue Bell laying mash. 


R. A. MARTIN is manager of the 
Green Bay, Wis., office of the King 
Midas Mill Co., Minneapolis. The 
King Midas Mill Co! has registered 
with the secretary of state and desig- 
nated $3,000.00 of its capital for use 
in Wisconsin. 


W. D. FEE has returned to Koko- 
mo, Ind., after spending several 
months in Florida and has opened a 
seed and poultry feed store at 111 
South Union street. 


The 
Hadden Grain Co. 
300 MITCHELL BUILDING 

44 GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


YEARS IN THE 


Phone Broadway 642 
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| 
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CHICKEN FEED THEFT 
Three men are being held by Sheriff 
Charles Schallitz of Milwaukee county, 
in connection with the theft of approxi- 
mately 10,000 pounds of chicken feed 
from the Smith Milling Co., Milwau- 
kee, during the past two years. Eleven 
hundred-pound bags of the feed were 
stolen just the day before the men 
were apprehended. The sheriff said 
he and his men found the stolen sacks 
buried in the basement of a home just 

a few blocks away from the mill. 


FARMERS’ MILLING & ELEVA- 
TOR CO., Palmyra, Wis., has com- 
pleted installation of a new feed mixer. 
The company is issuing some very at- 
tractive, illustrated bulletins announc- 
ing its project to its trade. 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you give it to them 
your profits will be larger. 


Pearl Grit Is Almost 


Ail Lime 
o® Hens need lots of lime to 
% make eggs. Growing chicks 
% and young fowls must have 
e itif they are to grow and be 
ve healthy. Feed Pearl Grit and 
—see the difference. 
8 Pearl Grit is a Good 
Grinder 
a Pearl Grit is made with sharp 
® grinding edges which helpthe 
o’ fowl get the most from its 
% feed. It does what a smooth 
0? pebblecannot do in the grind- 
 ingof the feed in the fowl’s 
gizzard. 
* Send Your Dealers Name 
oo and 10c for Sample 
THE OHIO MARBLE CO. 
o — Ash Street PIQUA, OHIO 
Return this Coupon 
8 Enclosed is 10c for Trial Sample 
------ 
Dealers Name ---- ------ ------------ 


SEND 1OCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
farmers. Stock Pearl Grit and get 


the benefit 


The Feed Bag Is Your Paper, Help It By Boosting 


WL 
oo 
DEALERS! =: 
BE Now is the time a 
to stock the 
complete == 

KEIPPER LINE OF 


POULTRY SUPPLIES. 


Keipper Cooping Co, 


000000 000000000000 000000000000 
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OUR SERVICE 


The demands upon the modern feed dealer—be 
he manufacturer, custom miller or retailer—are exacting. 
Not only must you have the latest equipment, a satisfac- 
tory product, a complete knowledge of the relation between your wares 
and your customer’s requirements, but all this must be co-ordinated by || | 
a willingness to perform a real service to your calling. | 


Likewise an insurance company must measure up to exact- 
ing requirements to warrant the confidence of its policyholders. The 
“Grain Dealers Mutual” has an enviable record of twenty-five years of 
just such service to the grain trade. This same service is available to 
feed dealers who are willing to co-operate in matters of fire prevention. 


C. A. McCOTTER, Secy. 
810 Guaranty Building 


C. R. McCOTTER, Mer. 
INDIANAPOLIS, INDIANA 


300 Keeline Building 
OMAHA, NEBRASKA 


4. HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL*MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 


LEE 
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Boost The Feed Bag To Firms You Do Business With 


OWL BRAND 
Cotton Seed Meal 


(The Standard Brand) 


F. W. BRODE CORPORATION 


MEMPHIS, TENN. 


— The Owl on the Tag means Quality in the Bag <- 


= WHEAT FEED 
Wheat Low Grade Flour, Red Dog, Middlings 
__ Bran, Screenings not exceeding mifi ren aa 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - -83% ~— 
ST. PAUL, MINN. —— 


> Office 315 Corn Exchange ~~ 
MINNEAPOLIS, MINN. 


Queen Wheat Feed 


is NOT a manufactured 
feed but a Pure Wheat 
offal and consists of mill- 
run Low Grade Flour, 


Red Dog Middlings and 


Bran. 


Can furnish QUEEN in straight 
or mixed cars with CHERO- 
KEE PURE BRAN and CHE- 
ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


TO INSURE SUCCESS 
HANDLE 


BADGER BRAND 
Selected Seeds 


and 
SEED CORN 


THE LARGEST SELLER IN WISCONSIN <———« 
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L. TEWELES SEED CO. 
-:- WISCONSIN 


THE FEED BAG—MAY, 1927 


Hottenson Again Honored 
At Milwaukee 


W. A. Hottensen, one of the best 
known grain commission men in the 
United States, was recently re-elected 
president of the Milwaukee Chamber 
of Commerce for a third term. Bill, 
as he is known everywhere, among his 
friends, is president of the Wallace M. 
Bell Co., grain firm with headquarters 
at Milwaukee, and vice-president and 
treasurer of the Globe Milling Co., 
Watertown, Wis. 

Members of the Milwaukee Chamber 
cf Commerce are particularly proud to 
have been able to keep Bill as their 
chief for three terms, for although he 
enjoys working in behalf of the grain 
trade both in his own market and in 
the national organizations he usually 
prefers to stand behind scenes and per- 
mit others to have the credit. 

If Bill boosts anything harder than 
the Milwaukee market, it is his chil- 


dren. If you ask him, he'll tell you: 
“My son is attending Military Acad- 
emy. 

“And Howe!” 


R. L. CHANCE of the Shellbarger 
Mill & Elevator Co. has heen appointed 
as manager of the company’s office at 
Clay Center, Kans. Mill officials have 
announced that the Clay Center mill, 
which is being remodeled, will not be 
put into operation before July 1. 


JAMES McKEE & SON elevator 
at Conesville, Iowa, was recently com- 
pleted and put in operation. The ele- 
vator which was built to replace the 
one destroyed by fire is of the newest 
type run by electricity. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


GRAIN AND FEED BUSINESS 


FOR SALE: 25,000 bu. Elevator, 400 ton 
coal shed, Chicago Automatic Coal conveyor, 
Salt House and good Flour and Feed House, 
Electric power. oing good business, A-1 loca- 
tion on C. M. & St. P. R. R. All buildings on 

rivate ground. Write X-20, c/o THE FEED 
BAG, 86 East Michigan Street, Milwaukee, Wis. 


PAYING BUSINESS FOR SALE 
50 bbl. waterpower flour and feed mill, strictly 
modern, business established 45 years, 40 acres 
of land, modern house, good barns. Ideal for 
family man, large present trade and good op- 
eg for further development of business. 
rite MAYFIELD MILL, Jackson, Wis. 


SEWING MACHINE WANTED 


Wanted used sewing machine that can close 
both large and small sacks, cotton, burlap and 
aper. Give make of machine and state yout 
owest price. Write L. G. C. 51,c/o THE FEED 
eae, 86 East Michigan Street, Milwaukee, 
is. 


GOOD RESULTS OBTAINED 


“T am all sold out on the wood now, so please 
discontinue the ad.”” A. L. PETERS, Grand 
Marsh, Wis. 


POSITION WANTED 


Man now holding position as Manager for 
past three years of a farmers warehouse, an ex- 
pert feed salesman and with practical a 
of feed and wry desires better paying job. 
Address JNS, c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


BABY CHICK CONVENTION 
_ The International Baby Chick Asso- 
ciation will hold its annual convention 
at Grand Rapids, Mich., July 19-22. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


Mention The Feed Bag When Writing Advertisers 


JO000 
oo A = 2 
American Mineral Feeds 
oo Oo 
00 ale 
ot HIS will be a year for quality feeds, the increased OO 
ate volume of our business is proving it. ate 
es Satisfied trade is the kind that builds business. ond 
oo 
oo The feeders in your territory look to you as a dealer that will : : 
Ce select for them the best feeds, the feeds that will make them the OO 
50 most profits from feeding, and your future business depends on ae 
oo what feeds you sell to them, select the AMERICAN MINERAL oo 
ale FEED LINE, and prosper. 00 
og AMERICAN MINERAL CO., Monroe, Wisconsin [55 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
Quality and Service Guaranteed 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


59 Rooms 
68 Rooms 
84 Rooms 
257 Rooms 
41 Rooms 
38 Rooms 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Donter. 


W. B. CLARK, Manager 


‘= Pin a $10 Bill 
To This Coupon 
And Mail Today = 


CENTRAL RETAIL FEED ASSOCIATION 
86 East Michigan Street 
MILWAUKEE, WISCONSIN 


Count mein. I’m a retail feed dealer who believes in the work 
of the Central Retail Feed Association and I want to help. You 
will find check for $10.00 paying 1927 dues enclosed. Please send 


membership card and certificate for framing. 


Your Name 


Firm Name 


Address 
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Every Member Get A Member, 


That’s Our Slogan 


ALLIS- CHALMERS 


Attrition Mills 
Grind Any Feed 


WRITE FOR BULLETIN 1229 


Allis-Chalmers Mfg. Co. 
MILWAUKEE, WIS. 


Honesty. 
EXCELLENT SERVICE 
RIGHT PRICES 
RELIABILITY 
[INTEGRITY 
CUSTOMERS SATISFIED 
KNOWN WORTH 


100% FOR THE DEALERS 


HERRICK FEED COMPANY, INC. 
WHOLESALE FEED SHIPPERS 
HARVARD -:-: ILLINOIS 
PHONES 135 and 118 


+ 

=> When you handle 
f Darling’s Meat 
=| Scraps, Tankage 
= and Bone Meal 


you are handling the best 
the world produces--and 
it doesn’t cost you one 


MEAT 
For POULTRY 


MEAT PRODUCT 


GUARANTEED 
PROTEIN 
MIN. 


< 


cent morethan the other 
Sg, kind. : 


State Distributors 


Darling & Company 


LaBUDDE ‘FEED Dadmun- LaBudde 

et & GRAIN CO. Union Stock Yards ed Comp any 

MILWAUKEE Chicago 


STEINKRAUS & THOMPSON, 
of Bertha, Minn., have sold their mill, 
elevator and feed store to the Bertha 
Farmers Co-operative Association. 


DOBSON-HICKS CO., Nashville, 
Tenn., announces that it has been 
given the agency for Ful-O-Pep feeds 
manufactured by the Quaker Oats Co. 


A. L. PETERS, well known feed 
dealer, at Grand Marsh, Wis., writes 
as follows concerning the  com- 
ing convention of the Central Re- 
tail Seed Association: “Sure want to 
be there as I want to compete for the 
tallest dealer prize and also take in 
the dance. Must be going to be for 
the ladies too. By all means have the 
meeting in Milwaukee where you will 
he handy to make preparations.” 


THANK YOU, MR. KLINNER 

“IT have sold my feed business to 
Sauter Bros. of Dorchester, but am 
still enzaged in the hay business. Even 
though I am not engaged in the re- 
tailing of feed I am very interested in 
remaining on the mailing list of The 
Feed Bag and will glad!y pay the reg- 
ular subscription price if you will send 
me a bill.’”—E. R. Klinner. Stetsonville, 
Wis. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No. 3 white 
oats. They will please your 
trade. 


Operating Elevator “‘L” 
MINNEAPOLIS, MINN. 


CHARCOAL 
COD LIVER OIL 
COLONIAL BUTTER SALT 
PEARL GRIT 


Bag Lots -- Ton Lots 
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J. C. BICKLEY has re-purchased 
the Stoughton, Wis., mill which he sold 
to Theodore Edwards of McFarland 
six years ago. He plans to conduct the 
mill himself and will employ someone 
to operate his gravel truck business. 


JAY BEE INSTALLATIONS 

Baltimore Grain Co., Baltimore, 
Ohio; Collamer Brothers, Cambridge, 
N: Y.; J. B. Raax, Farrell. Su- 
perior Hay & Grain Co., Montpelier, 
Ohio; Kasco Mills, Waverly, N. Y.; 
S. Clyde Smith, Lancaster, Pa.; A. N. 
Herrick, Watertown, N. Y., and Mills 
Brothers, Sodus Center, N. Y., are 
among feed dealers who have recently 
installed new Jay Bee grinders in their 
plants. The Jay Bee hammer mill is 
distributed by J. B. Sedberry, Inc., 
N. 


BUFFALO FEED REPORT 

On account of light production, feed 
kas been very scarce in the Buffalo 
section. Buffalo mills have been op- 
erating for the past three months on 
about a 55, per cent schedule, and in- 
dications are that production will not 
increase for several months to come. 
It has been almost impossible for 
grinders and mixers to get immediate 
shipment on orders that are of any 
size. Light receipts of flaxseed have 
held up prices: on linseed meal to the 
highest peak in years, for the past 
three weeks. 

Buffalo dealers in cottonseed meal 
believe floods in the south will have 
a tremendous effect on the production 
of cottonseed meal, and are buying ac- 
cordingly. Mixers in’ Buffalo, chiefly 
among whom are the Maritime Milling 
Co., Pratt Food Co., Park & Pollard, 
Ralston Purina Co., Eastern States 
Milling Co., Broadway Milling Co. and 
Quisenbury Feed Manufacturing Co., 
have been buying in greater volume, 
according to commission men, than at 
any period during the past year. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


Rush Shipments 


CHICK FEEDS 


can be made by us on short notice. 


Your customers expect you to carry 
feeds they need. Get them from us by 
the sack or carload. 


) 


DOUGHBOY 


FEEDS 


No better quality at any price. 
Get our samples and prices. 


NEW RICHMOND ROLLER MILLS CO. 


— 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


Brokers for 


CORN OIL CAKE MEAL 


| 
| | 
| | 
| 
BREWERS DRIED GRAINS 
| MILL FEEDS—OIL MEAL 
| Quality and Service 
Always Count | 


PHONE BROADWAY 


DONAHUE-STRATTON COMPANY | 


MILWAUKEE 
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COD LIVER OIL 


(Norwegian) 
Highest Vitamin Potency Guaranteed 
1, 5, 10 Gal. Cans—30 Gal. Bbls. 


GUNNING & GUNNING, Importers 


97-AB Reade St., New York 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 


MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


Consign Your Grain To 


HENRY, 


We offer Two-Market Service 
Between Milwaukee and Chicago 


E. L. PHELPS & CO. 
MINNEAPOLIS, MINN. 
GRAIN—FEEDS 
Manufacturers of 


“Franklin’’ Ground Flax Screenings 
“‘Dandy”’ Ground Grain Screenings 


Pure Crushed Oyster Shell 


FOR POULTRY 


For Quality, Price and Service Ask 
Us for Delivered Price when in the 
market. CARLOTS ONLY. 


COONS BROKERAGE Co. 


MILWAUKEE, WIS. 


BAGS surar or corron BAGS 


Sellers and Buyers of 
BAGS OF ALL KINDS 


NATIONAL BAG MFG. CO. 
725-729 Washington Ave. S., 
MINNEAPOLIS, MINN. 


NEW MINNESOTA ELEVATOR 

Farmers Co-operative Elevator Co. 
will build a new elevator at Holloway, 
Minn., to replace the one destroyed by 
fire last spring. The building will cost 
approximately $10,000. 


FARMERS EQUITY MARKET 
& SUPPLY CO., Plymouth, Wis., are 
building an addition to their ware- 
house, just to the south of the present 
building. 


HENRY HIRSCH, of Hirsch 
Brothers announces that his firm has 
let contracts for the rebuilding of its 
elevator at Clymers, Ind. Work has 
already started and when finished the 
elevator will have a capacity of 100,- 
000 bushels. Two previous elevators 


on the same site were destroyed by 
fire. 


DRIED BEET PULP 

W. A. Maney of Maney Brothers 
Mill & Elevator Co., Minneapolis, ad- 
vises The Feed Bag that through the 
co-operation and assistance of the Uni- 
versity Farm and Minnesota Dairymen, 
arrangements have been made so that 
dried beet pulp will be available to 
Minnesota and Wisconsin dealers 
through his firm. For many years it 
has been very difficult to secure this 
important feed in the Central North- 
west because of contracts with the 
sugar factories made with eastern con- 
cerns giving them all of the produc- 
tion. For this reason, dealers will 
welcome the announcement _ that 
Maney Brothers Mill & Elevator Co. 
has secured the distribution of the 
dried beet pulp produced at the Chas- 
ka plant of the American Beet Sugar 
Co. 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


O: Ay Tyre Submitted 


to you by saeneee. For feeding, milling 
or seeding e can save you some 
money. Get our samples and prices 
today! 
STERLING GRAIN CO. 
Minneapolis, Minnesota 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unqeound and Fine 
round Hulls 


Three Minute Cereals Co. 
Cedar Rapids, 


North American Seed Co. 
Wholesale 


Field and Grass Seed 
Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


GET OUR PRICES ON 


ALFALFA 


NORTHERN HAY & FEED CO. 
CORN EXCHANGE, - MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS: COMPANY 


MILLERS OF 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices 
Grades and weights guaranteed. 


ALBERT MILLER & CO. 


192 NO. CLARK ST., CHICAGO, ILL. 


“National Sta Bus iness Gont 


& 5% Guarantecd teach 
R0Ss-Gouta Louis 


Storage 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


seed) 


Storage 


Com pa WISCONSIN 
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ANCIENT MILL BURNS 


Fire of unknown origin recently des- 
troyed the Charles Falkenstern mill at 
Greenfield, Wis. The mill was built 
80 years ago and had become a Sauk 
county land mark. Fred Schlinder was 
renting and operating the mill at the 
time of the fire. 


MARTIN RAUCH who operates 
the feed mill at Howard, Wis., reports 
that he has been very busy grinding 
since the roads have become passable. 
Mr. Rauch also has a potato house and 
is buying a good many' loads at $1.40 
per cwt. 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 


EXCHANGE 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK. 
EXCHANGE 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 


00 


E. J. Furlong, Resident Partner 


Ta he no chances Shipment from 


with your 
Home Butchered 
MEAT/ 


Of course you will 
cure your meat this 
season with Smoked 
Salt. It will save 
shrinkage, labor, fire 
risk and worry. It 
will give you better 
flavor and perfect 
cure. But be sure 
to get the original 
and genuine 


The only meat salt that is as good for table 
use as for curing meat. Smell it. Taste it. 
You can tell it at once from salt that has 

mixed with pyroligneous acid or other 
dangerous chemicals. 


EDWARDS PROCESS 
PATENTS PLADING 


We have it. Packed in ten pound drums 
and guaranteed genuine. 


Milwaukee 


the same 


day order is 


received. 


LABUDDEFEED 
& GRAIN Co. 


STATE 
REPRESENTATIVE 


MILWAUKEE 
WISCONSIN 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


o000 


OC 
QO 


Special 


Attention to Hedges 


expands with 
Printed messages 
They are profitable 


ADTKE 
BROS. CO. 


ORTSCH 


Estas.isHep 1894 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 


EPH’s 


100 LBS. NET 


15 

NOT LESS THAN 4 

UDE LESS THAN 8. 


Cdients: low Grade Wheat Flour, Hard Whaat Brer 
Sound Cleaned Wheat not exceeding mill un. 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


Puone 
Broapway 


344-346 MILWAUKEE STREET 


WwW 
1076 WisCoNSIN™ 


I. S. JOSEPH CO., Inc. 


Minneapolis, Minnesota 
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Che feed Bag 


Dealers’ Paper” 


Vol. 3. No. 5. May, 1927 
DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price —$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1927, Editoral Service Co., Inc. 


When you want 


30% 
LINSEED 
MEAL 


Come To Us 


Our Minnehaha 30% 
Linseed Meal and Flax 
Screenings is the highest 
quality that can be made. 
Your customers will pre- 
fer it. 


Our Bingo 30% Linseed 
Meal and Flax Screen- 
ings Oil Feed carries the 
same analysis as Minne- 
haha but sells at a much 
lower price. It contains 
a smaller percentage of 
of pure linseed meal than 
Minnehaha. 


We have what you want. Ask 
for samples and delivered 
prices. 


STUHR - SEIDL 
COMPANY 


CHAMBER OF COMMERCE 


MINNEAPOLIS 
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| Deutsch ©& Sickert 
| o omp a ny 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


Climax Ground Grain Screenings 
15% Protein, 8% Fat, 4% Fibre 


Rex Pure Flax Screenings Ground 
15% Protein, 8% Fat, 14% Fibre 


|] Get our CORN and OAT 
Prices 

Feeds of all kinds also Hay— 

Alfalfa Hay a Specialty 


Use the Phone—Call 
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Features 


of Mrue Value FEEDS 


Insure a loyal 
satisfied trade 


BUTTERMILK 
CHICK-MAS 


PROTEIN - 18%, 


BUTTERMILK 
3 GROWING MAsy 


PROTEIN 18+, 
ar - 


INGREDIENTS 


100 tes. “4 


IraeValie 


RUE VALUE Poultry Mashes 


represent our greatest achievement in 
the manufacture of quality feeds. The finest 
ingredients obtainable are used in compound- 
ing the unbeatable formulae of True Value 
Mashes. Combined with our unusually low 
operating costs, and favorable buying advan- 
tages, the feature of high quality is obtained 
and kept at low cost to you. The result is 
continued satisfaction and loyalty of your cus- 
tomers to you. 


LADISH MILLING Co. 
MILWAUKEE 


POULTRY FEEDS 


~ 
8 
100, Les. 
. = 
IrueValue|= 
|= 
INGREOIENTS 
LADISH MILLING CO 
Al 
IrueValue 
FIBER - 6%, cet 
» LADISH MILLING CO. 
MILWAUKEE. WIS. 
Q 
Wraé Valae 
MAKES-EM-LAY== PAY 
MILLING CO. ‘ 
MILWAUKEE, W'S. 


Wisconsin Dealers and Housewives 


both SUCCEED with 


‘THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS* 


The Dealers Succeed Because 


1.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 
Midas Flour is a leader in Wis- 


consin today. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 


MINNEAPOLIS, MINN. 


| 
4 


